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To the Bankers of America: 


(Congratulations on your 


trilton-dollar 
check volume for 





ee handled by America’s banks 
during the year that is closing will 
amount to two-and-a-half times the total 
for 1939! This trillion-dollar volume is a 
new all-time high. 

Through the confusion of war’s end, re- 
conversion, wide-spread industrial disloca- 
tions, the bankers of the country absorbed 





these hugely increased demands on their 
facilities and resources with their tradition- 
al efficiency. 

This has been another demonstration of 
the resiliency and strength of American 
banking. The Safety Paper Division of 
Hammermill offers sincere congratulations 


on this great achievement. 
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Customer Service Girls 


Strs: Something new has been added 
in Philadelphia banking circles. Four 
attractive young ladies, who have had 
intensive training in banking fundamentals 
and practices, went on duty in our bank 
lobby recently as customer service girls. 

Their duties are to act as information 
clerks, to escort and guide people to the 





proper departments, and to be of general 
assistance to customers and friends. Attired 
in modish gray suits, they supply a pleasing 
note to our bank lobby and have received 
the unanimous approval of customers. 
HERBERT H. HERzOG, 
Vice-president and Secretary, 
Land Title Bank and Trust Company, 
Philadelphia 10, Pennsylvania 


° Sd + 


Red Jeep 


Stmrs: The First National Bank of 
Meadville, Pennsylvania, recently pur- 
chased a red Willys jeep for the use of the 
bank’s farm department. 

Mostly the new jeep is being used for 
farm appraisals and for handling a growing 
volume of farm loans. It is also used in 
furthering the bank’s public relations work 


with farm organizations, including The 
Future Farmers of America and the Craw- 
ford County Granges. To date, the aver- 
age mileage has run between forty and fifty 
a day. 

The purchase of a portable dictaphone 
was also just made for use in the jeep. 
With this, farm department agents may 
dictate their reports for their credit files on 
the spot. When not in use in the jeep, this 
can be used in the bank. 

In the picture, President H. C. Winslow 
is at the left and R. L. Brockman, farm 
department assistant, at the right talking 
to a young farmer. 

Rosa.iz J. WILLIAMS, 

Publicity Director, 
First National Bank of Meadville, 
Meadville, Pennsylvania 
-e' os 


Journal of Capital 


Strs: We are sending you the first issue 








PENSION PLANS for KEY MEN Peal Mtn | 
WL Conn fe, 








of Trusts and Estates under its new title, 
The Journal of Capital. 
What we sought was a title for this 


A dictaphone-equipped jeep for the farm department 
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42-year-old publication that would be 
descriptive of the concern of the trustees 
of personal savings and the trustees of 
corporate investment. The word “Capi- 
tal” was the only one that stood up under 
analysis. 

The editorial content has been expanded 
to promote public understanding of the 
economics of business life. 

C. C. LuHNow, 

Editor and Publisher, 
The Journal of Capital, 
50 East 42nd Street, 
New York 17, New York 
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Information and Advice 


Regarding Banks’ Investments 














A timely service extended to correspon- The experienced staff and specialized 
dents by the Chase is the study and analysis facilities long maintained by the Chase 
of a bank’s portfolio of U.S. Government for reviewing investments have proved 
and other securities. valuable to banks throughout the country. 

Specific recommendations are made Advice and information on investments 
based upon the bank’s overall investment is only one of the many helpful services 
position and particular requirements. that Chase offers to its correspondents. 


Among other services to corres pondent banks are: 


Issuance of letters of credit Safekeeping of securities 
Collection of checks, drafts and other bank documents 
Transmission of funds abroad and shipment of currency 
Information on credit standing of firms and individuals 
Participation in local loans when desired by correspondents 


Performing a wide range of incidental services 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 














THE BURROUGHS CLEARING HOUSE—December, 1946 


In the TREND of BANKING 





The Five-Day Week Trend 
Broadens’ 


The trend toward Saturday closings in 
banks, which has been gaining momentum 
over the past several years, appears to be 
reaching “epidemic” proportions at the 
present time. There is evidence that 
sentiment in favor of a five-day week, 
which received its first impetus in the east, 
is spreading westward. 

Thus the Oregon Bankers Association is 
circularizing its members to determine 
whether they wish an enabling act to 
legalize Saturday closings. Most of the 
members of the Association’s legislative 
committee are said to be in favor of present- 
ing the matter at the coming session of the 
state legislature. It is expected that a 
request for similar permissive legislation 
may be presented by the Michigan Bankers 
Association. 

Survey results. The leaning toward 
Saturday closings is apparently not con- 
fined to the large cities alone. A canvass of 
opinion of Massachusetts commercial banks 
exclusive of Boston, for example, disclosed 
138 in favor of year-round closings while 
only 26 were opposed. The present law 
permits Saturday closings from June 
through September, and the Massachusetts 
Bankers Association will file a bill to 
extend this to a yearly basis. John S. 
Gwinn, executive secretary, cited a strong 
motivating factor when he pointed out 
that with the five-day week in effect in 
many industries, it has become increasingly 
difficult for banks to obtain employees of 
the desired calibre while operating on a 
five- and a half-day week. 

A survey in New York State also re- 
sulted in a heavy “yes” vote in the agri- 
cultural as well as urban territories. A 
total of 435 banks, or 84.1 per cent of the 
517 banks that answered the questionnaire, 
reported that they favored year-round 
Saturday closing on a permissive basis. 


This is contrasted with a 58.4 per cent 
“‘yes”’ vote in a similar poll taken only last 
fall, showing considerable change in senti- 
ment. 

Change in hours. A recommendation 
that legislation permitting a five-day 
banking week be heartily supported has 
been made by Robert M. Catharine, presi- 
dent of the Savings Banks Association of 
the State of New York. At the same time, 
however, he suggested changes in’ daily 
banking hours, saying, “If we are to make 
it convenient for people to do business 
with us we cannot adhere to the traditional 
9:00 to 3:00 banking hours.” Pointing out 
that many banks have already established 
special banking hours one or two evenings 
a week, he commented that each bank 
should have complete knowledge of the 
habits of the people in its neighborhood and 
set its banking hours accordingly. 

In this connection, individual institutions 
such as the Troy (New York) Savings Bank 
and the Commonwealth Bank in Detroit 
have adjusted employee working schedules 
so that it has been possible to extend 
banking hours and still maintain 40-hour 
work weeks. 

Associations too. The trend toward a 
five-day week has affected other financial 
institutions besides banks. General adop- 
tion of the shorter work week has been 
recommended in a resolution unanimously 
adopted by members of the Metropolitan 
League of Savings Associations, which in- 
cludes 59 savings and loan associations in 
New York City and neighboring counties. 
A previous poll showed, however, that most 
association managements expect to increase 
the number of hours they are open for 
business, or to institute evening hours 
when the five-day week is put into effect. 

In New Jersey, the first state in the 
country to make Saturday bank closings 
legal during summer months, the Newark 
Clearing House Association has adopted a 
resolution urging a legislative revision 


Bankers: learning the principles and techniques of foreign banking 


Guests of Foreign Banking Department, First National Bank of Chicago 








which would extend the May through 
October permissive period to one applying 
throughout the year. 

Maryland banks, too, have joined the 
procession in other eastern states favoring 
Saturday closing throughout the year. An 
authorizing bill, sponsored by the Mary- 
land Bankers Association, will be sub- 
mitted to the state legislature at the 
January session. 

Undoubtedly, other banking groups will 
follow suit, as the five-day week becomes 
even more firmly established in other lines 
of business. At the same time, it is likely 
that an increasing number of banks will 
give consideration to the desirability of 
extending daily banking hours, to com- 
pensate for possible customer inconvenience 
resulting from Saturday closings. 
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Bank Wage Scale Survey 


As was suggested in the preceding item, 
considerations of the personnel factor have 
undoubtedly been primarily responsible 
for the shift in bank thinking in favor of 
the five-day week. 

Another present-day problem relating to 
bank personnel which confronts manage- 
ment has to do with compensation, and in 
this connection the North Dakota Bankers 
Association is conducting a questionnaire 
survey of member banks to accumulate 
data on salaries, in an attempt to discern 
to what extent they may be responsible 
for employee turnover. 

According to Secretary C. C. Wattam, 
small banks and some of the larger ones 
throughout the state are having consider- 
able difficulty in replacing emnloyees who 
have resigned. 

The banks are asked to report salaries 
paid to cashiers, assistant cashiers, tellers, 
bookkeepers, machine operators and stenog- 
raphers, together with information as to 
their years of experience. Larger banks 
are asked to report on more detailed classi- 
fications. Question is also raised as to 
whether the banks pay straight overtime 
or on the basis of a fluctuating work week. 

Returns will be classified according to 
the size of the bank and salaries paid. The 
survey will enable the North Dakota banks 
to compare their wage scales, and perhaps 
to make adjustments in some cases to 
correct “‘out of line’”’ rates. 
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Bank Provides Instruction 
on Foreign Financing 


In answer to an invitation by the First 
National Bank of Chicago to bankers in 
neighboring communities, 90 representa- 
tives from surrounding banks attended a 
six-weeks’, no-charge course in foreign 
banking under the sponsorship of the bank. 

When it offered the course, the bank 
expected enough response to fill a once-a- 
week class for the six-weeks’ term. In- 
stead, by the time the course opened on 
October 14, the enrollment made it neces- 














sary to split the class into a Monday sec- 
tion and Thursday section to prevent 
unwieldiness. 

The student body included a few bank 
presidents, several vice-presidents and 
cashiers, but consisted largely of junior 
officers and department heads. Sessions 
were held from 3:30 to 5:00 P.M. in the 
officers’ dining room of ‘the bank. 
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Subjects covered. The instructors were 
selected from those men in the First 
National’s Foreign Banking Department 
whose special responsibilities cover the 
types of transactions most likely to arise 
in outlying banks. The wisdom of this 
choice was proved by the highly specific 
questions that the students asked in the 
discussion period following each talk, and 
by their insistence on correlating their own 
operations with the general principles as 
explained in class. 

Lectures 1 and 2 covered foreign ex- 
change: rates, transfers, regulations, pur- 
chase and sale of actual foreign currency. 
Lectures 3 and 4 dealt with letters of 
credit and documents including bills of 
lading and warehouse receipts. Lecture 5 
summarized principles and techniques of 
foreign collections. The sixth session was 
a general review of the ground that had 
been covered. 

The heads of all participating banks were 
invited to visit the last class. The primary 
purpose was to acquaint them with the 
general outlines of the added skills in 
foreign banking that their representatives 
had acquired by taking this training. Thus 
the head of a bank learned how much more 
responsibility for foreign transactions could 
be entrusted safely to his institution’s 
graduate of the six-weeks’ course. 

Individual study. Besides providing 
the instructions free of charge, The First 
National Bank of Chicago extended to all 
students the facility for studying indi- 
vidually all of its foreign banking proce- 
dures. Any banker of this group who was 
sufficiently interested in some aspect of 
the subject to invest still more of his time 
to obtain a close-up was given this privilege. 
He was invited to sit alongside the big 
bank’s specialists at their desks for days 
or however long was required. The visitor 
handled with the experts the grist of work 
passing through their hands for the period 
of his stay, and thus acquired easy famil- 
iarity with the operations involved. 

Vice-president Harry H. Salinger, in 
charge of the Foreign Banking Department, 
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Good Neighbor 


Banks throughout the country 
have found this Indian the sym- 
bol for a “good neighbor” upon 
whom they can rely for effective 
results in New England. 


«Outstanding Strength” for 110 Years 


The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
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believes that the six-weeks’ course made a 
major contribution to the sureness with 
which Chicago’s outlying banks will handle 
their foreign transactions. And there is 
no doubt in the mind of Chicago observers 
that the course will, as a by-product, prove 
an effective promotion of foreign business 
for The First National Bank. 
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Monthly Bank Bulletin of 
State-wide Statistics 


The Valley National Bank of Phoenix, 
Arizona, now publishes a monthly compila- 
tion of that state’s trends and statistics 
entitled, “Arizona Progress.” 

In announcing the new publication, the 
bank says, ““We have been aware, for some 
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Monthly data on Arizona 


time, of the growing need for an Arizona 
publication devoted to the business and 
economic life of the state. Hundreds of 
new businesses have been launched since 
V-J Day, and hundreds more are being 
contemplated . . . In Arizona it is no longer 
possible for any one individual to keep 
fully posted on the manifold activities 
which characterizes this rapidly-developing 
area. Due to the widespread interest in 


| this type of information, our monthly 


bulletin will incdpporate the special studies 
for our research department.” 

The bulletin will be sent regularly, on 
requests addressed directly to the bank, 
and permission is given to quote or repro- 
duce material from the publication. 
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Atlantic City Selected for 
Next A. B. A. Convention 


The next A, B. A. convention will be 


‘held in Atlantic City. The date for the 


1947 meeting has heen set for September 29 
to October 1. However, bankers are asked 
not to request hotel. reservations now, but 
to wait for official A. B. A. convention 
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How Bankers Trust Can Help You With Your 
GOVERNMENT BOND ACCOUNT 


Now is the time to check your Government bond account in relation to 


factors which play an important part in bank earnings— 


Are your deposits going up or down? What are your prospects for loan expansion? 
What is the outlook in long term and short term interest rates? How should you 
diversify your maturities? What is your tax picture? Are operating costs going 


higher? Will greater income be needed? 


Our U. S. Government Bond Department is equipped to prepare a de- 
’ tailed analysis of your bond account and to offer specific suggestions 


keyed to your present and future needs... Your inquiry is invited. 


BOND DEPARTMENT 


BANKERS TRUST COMPANY 


YORK 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 











In writing to advertisers please mention The Burroughs Clearing House 














6 


forms. The A. B. A. reports that the 
Atlantic City hotels will only accept 
reservations from bankers received on 
these forms. 
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**For Customers Only’”’ 


Other banks have expressed the opinion 
that, from cover to closing paragraph, the 
Central State Bank of Oklahoma City has 
done an exceptional job of explanation and 
promotion in its little statement leaflet 
entitled, ““Private—Customers Only.” 

This title, framed in the closed door 
pictured on the cover, tempts customers to 
look inside. Here the tone is friendly, as 
can be seen from the opening paragraph 
which reads: “Welcome! We appreciate 
your account and want to give you the 
best in banking service. Your checking 
account is a real convenience . . . a saver 
of time and energy . . . a bookkeeper... 
and a personal messenger. Following are 
a few suggestions.” 

In words that the rank and file of cus- 
tomers can understand, the folder then 
explains why and how all cash and checks 
received should be deposited, all bills paid 
by check, stubs properly kept, statements 
reconciled promptly, and Bank-by-Mail 
service utilized. 

Rush hour advice. Especially well 
worded, one outside banker believes, is the 
suggestion that customers avoid the rush 
hours. While emphasis is placed on the 
fact that the bank can give much better 
service in the off-peak periods, and the 
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A friendly, informative message to the bank’s depositors 


rush times are cited, the bank adds, “Of 
course, you are always welcome here, at 
any time.” 

In the concluding paragraph, the bank 
asks, “‘What else can we do for you?” It 
mentions some of the other services offered, 
invites customers to make full use of these 
services, asks them to come in often. 

A sample copy will be sent to any bank, 
in response to a request directed to L. D. 
Lacy, president, Central State Bank, 225 
West First St., Oklahoma City 2, Oklahoma. 





HE Royal Bank of Canada operates branches 
from one end of Canada to the other, in every 


large centre of population, in hundreds of smaller 
towns and villages. These branches, numbering 
over 590, offer a natural avenue through which to 
conduct the banking business for your customers 
in the Dominion. They also provide useful points 
of contact in future markets and areas of supply: 
We invite your inquiries: 


Incorporated 1869 
HEAD OFFICE—MONTREAL 
New York Agency —68 William Street 
Norman G. Hart — Agents — Edward C. Holahan 


Branches throughout Canada and Newfoundland, 
in the West Indies, Central and South America. 
Offices in London and Paris 
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THE ROYAL BANK OF CANADA 





Protection Against the 
Duplicate Borrower 


Two county bankers associations in the 
State of New York, Westchester and 
Nassau, have discovered a trend toward 
duplicate borrowing for the first time since 
the outbreak of the war and have set up 
local bureaus to cope with the situation. 
The associations have found that these 
simply-organized, inexpensively-operated 
bank co-operatives are effective protection 
against duplicate borrowers. 

The chief functions of the bureaus are 
(1) to establish and maintain a continuing 
record of the names of all who borrow from 
member banks, and (2) to supply members 
with information on actual attempted 
duplicate borrowing. 

Organizing process. The first step in 
the installation of a bureau is to furnish 
member banks with a supply of cards on 
which, as of a given date, each can set up 
an inventory of its borrowers. One set of 
these cards is turned over to the bureau, 
and a second set is retained by each bank. 
The alphabetical organization of these 
cards by the bureau automatically sets up a 
central file. If, in this alphabetizing process, 
the bureau encounters a duplicate borrower 
his card is inserted in a red jacket or given 
some other easily indentifiable marking. 
The interested banks are notified at once. 

This completes the initial organizing 
job. From then on each bank reports to 
the bureau daily on cards the names of 
new borrowers, retaining second copies 
which are filed according to maturity. The 
bureau reviews these cards, checks them 
with the file, detects evidences of duplica- 
tion, and notifies the banks concerned. 

Loan experience. When a loan is paid 
off the bank involved cancels its own card, 
noting on it whether its experience with 
the lender has been satisfactory or unsatis- 
factory, and sends it to the bureau. Upon 
receipt of the bank’s card the bureau re- 
moves the original card from its file and, 
if the loan has been satisfactory, destroys 
both copies. If the transaction has been 
unsatisfactory, the original card and the 
bank’s card are placed in the file and are 
used thereafter for informational purposes. 

Banks phone or write to the bureaus 
inquiring about the status of every appli- 
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cant for a loan, thus nipping the potential 
duplicate borrower before he involves him- 
self in an overload of credit and before the 
bank accepts the risk. 
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Aid in an Eventuality 


“What Every Wife Should Know” is 
the title of a copyrighted folder being 
distributed by The Irvington (New Jersey) 
National Bank. 

The folder emphasizes that every wife 
should know the location of all documents 
pertaining to her husband’s estate, and 
the identity of individuals to whom she 
can safely turn for advice in case of emer- 
gency. The purpose of the folder is to 
provide a means of organizing and record- 
ing such information. 

Numerous questions are asked pertain- 
ing to the will, life insurance, other insur- 
ance, Social Security, family records, cash 
in the bank, war bonds, stocks and bonds, 
personal property, real estate, business 
interests, and other financial records. In 
each instance, there is space for recording 
or checking the answers. 

In conclusion, the bank suggests that 
the information should be reviewed and 
revised at least once a year, and offers to 
furnish additional copies for this purpose 
upon request. 

The only direct advertising copy is the 


A helpful check-list 




















know... 


A RECORD OF FAMILY DOCUMENTS 





As a token of our desire to be of 
service, we present this document to 
you with our compliments. 





™ IRVINGTON 


NATIONAL ay) BANK 
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HOUSEHOLD CHECKING ACCOUNTS 


YOUR NAME PRINTED ON EVERY 
CHECK WITHOUT CHARGE 


JUST ASK FOR “‘THRIFTICHECK” 
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HOME OWNERS 


ARE GOOD CREDIT RISK 
We Make: 


PERSONAL LOANS 


* To Buy Cars 
&% To TAKE VACATIONS 


* To Pay Buts 

* To Pay Taxes 

* To Pay DocTors 

*# To Paint Homes * To Buy Bowos 
FOR ANY GOOD PURPOSE 


* To Remove Homes 


If you need a Personal Loan 
CALL ON US 


BANK OF WARWICK 


“Your Community Bank” 


Memser FEDERAL DePosiT INSURANCE CORP 
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Don't cash in your 


War Bonds— 





If you need money ie 
emergencies, see the Bank 
of Warwick about @ loan. 





ee 








Bank adds promotional messages to its forms and stationery 


bank’s signature, and brief reference to its 
checking account service. 
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Banks Help Alleviate 
Housing Shortage 


A number of banks scattered throughout 
Long Island and Queens, New York, are 
taking an important part these days in 
locating homes and rooms for the families 
of soldiers stationed at Fort Totten, Bay- 
side, New York. 

It seems that some while ago Arthur G. 
Beck, secretary of the Bayside Young Men’s 
Christian Association, was besieged by 
Fort Totten soldiers to assist them in 
locating any sort of place where their 
families might reside. In response Mr. 
Beck called on various banking officials 
who promised their assistance. Suggestions 
were made to have circulars and cards 
printed and distributed in banks and other 
financial institutions. Mr. Beck had 
50,000 circulars prepared with a message 
directed to householders, requesting their 
help in alleviating the critical housing 
shortage. 

“The response we got from customers 
of the banks was marvelous,” says Mr. 
Beck. “I received calls from hundreds of 
people who told me that they picked up a 
circular at one of the banks and wondered 
if they could help by renting out a room or 
two to a needy soldier.” 


According to latest count, Mr. Beck has 
found 1,682 homes—a record indeed! The 
Army officials who called on Mr. Beck 
when their own efforts failed are happily 
astonished at his success. 

But Mr. Beck, who has been a resident 
in the Fort Totten sector for many years, 
is frank to admit that without the co- 
operation of the banks and the people con- 
nected with them, his success in securing 
homes would have been negligible. 

“I’m sure glad that there are banks 
around here willing to lend a hand,” he 
asserts. “I would be lost without their 
wholehearted co-operation.” 


o ° + 


Low Cost Advertising to 
Direct Prospects 


It is a rather common thought that 
banks in their promotional activities should 
direct special attention to present cus- 
tomers. 

However, from a small-town bank comes 
some relatively uncommon applications of 
this principle. They are applications that 
have very apparent advantages, but which 
are being overlooked by many financial 
institutions. 

Based on its own experience, the Bank 
of Warwick in Hilton Village, Virginia, 
recommends making a list of all the sta- 
tionery and forms which eventually get 
into the hands of customers, then studying 


each piece to see how advertising copy can 
best be added—often at no extra cost. 

In check books. “Here are a few ex- 
amples,” writes B. E. Rhodes, cashier. 
“Our thrift check book has an interleaf 
every three checks for the customer’s 
record of deposits and withdrawals, elimi- 
nating the usual check stubs. Since this 
record utilizes only one side of the inter- 
leaves, we were able to have advertising 
printed on the reverse side in each instance, 
at an extra cost of one cent a check book. 
Now, every time our thrift check customer 
writes three checks an ad is flashed before 
him. The book contains five interleaves 
and thus has five ads, covering home 
loans, appliance loans, auto loans, savings 
accounts and institutional copy. 

“The use of ads in our thrift check book 
has been followed by an order for 10,000 
pocket check books having three advertis- 
ing inserts,” Mr. Rhodes continues. “These 
regular check books are costing us slightly 
over one cent a check book extra for having 
the inserts. To my way of thinking it is 
pretty cheap advertising, since it amounts 
to 30,000 ads at a cost of $100. 

Deposit tickets. ‘Second only to check 
books, customers use deposit tickets more 
frequently than any other form,” observes 
Mr. Rhodes. “At no extra cost we added 
the words ‘Borrow the Bank Way’ to our 
deposit slips. 

*‘Passbooks of all kinds can have pro- 
motional copy included at practically no 
cost. We have not had to reorder our 
savings or check account passbooks since 
we began to exploit this idea, but our mort- 
gage payment book does have ad copy on 
the inside front and inside back page, 
which normally would be blank. In the 
front we point out that home owners are 
good credit risks and we will be pleased to 
make them personal loans for any good 
purpose, while advantages of a checking 
account are stressed on the back page. 

“Even in a little passbook which is used 
to list Series E bonds left for safekeeping, 
we utilize the first inside sheet to suggest: 
‘Don’t cash in your War Bonds—If you 
need money for emergencies, see the Bank 
of Warwick about a loan.’ 

Past due notice. “The other day we 


A public relations approach 





BANK OF WARWICK 


HILTON VILLAGE, VA. 
B. E. RHODES, Cashier 











Dear Friend: 


Just a little reminder. According to our records on the close of 
business today you had a note due. 


We all forget things sometimes; so we are not fussing. Perhaps 
it slipped your mind. Maybe sickness or some other good reason 
has prevented you from attending to this on time. If such is the 
case, call us on the phone (3-1110) and we'll understand. 


Thanking you for allowing us the priviledge of serving you, I am 


Very truly yours, 


B. E, Rhodes, Cashier 
P. S. Tell your friends to Bank at ‘Your Friendly Community 
Bank"’ too. 
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HOW ONE INVESTMENT FIRM 


CAN MEET ALL 


INVESTMENT REQUIREMENTS 


Business men with’ investment problems . . . institutions with 
particular, specialized: portfolio needs . . . industrialists seeking 
new capital for théir, enterprises . . . all require different kinds 
of financial service, yet a// of these requirements, and more, can 
be met through one investment firm. 


Many investors who normally require only one or two of 
these services find it an advantage to know that they can utilize 
others when needed. Further, the continuous interchange of 
knowledge among the several departments of this firm provides 
for a more complete understanding of all of the requirements 
and long range objectives of our clients. This, in turn, permits 
the development of the most satisfactory financial program, not 
only for today, but for tomorrow and the day after. 


Here are the services which Smith, Barney & Co. makes available 
to its customers. Why not make a note of those which you 
need or may need in the future? 


For more complete details concerning all of the departments of 
the firm which may be of interest to you, please write on your 
business letterhead requesting a copy of our new booklet entitled 
“What Smith, Barney & Co. Offers You,” attention Dept. P. 


Smith, Barney & Co. 


Members New York Stock Exchange 
14 Wall Street, New York 5 


1411 Chestnut Street 105 West Adams Street 
Philadelphia 2 Chicago 3 





UNDERWRITING DEPARTMENT 


Underwrites and distributes securities of many 
large and medium-sized enterprises . . . a long 
record of working with business management in 
all pertinent phases of finance . . . includes part- 
ners and staff experienced in foreign financing. 








BROKERAGE SERVICES 


In all listed securities, providing supervision of 
individual portfolios when requested . . . includ- 
ing the liquidation of large blocks of securities, 
with or without “special” and “secondary” offer- 
ings, depending on circumstances, by a firm long 
experienced in such transactions. 





MUNICIPAL DEPARTMENT 


A long record of financing American and Canadian 
cities and constant research into comparative mu- 
nicipal credit is at the disposal of buyers of these 
bonds. The firm has long been active in unaer- 
writing special revenue bonds. 





RESEARCH 


Actively carried on at all times for our clients. . . 
sound and unbiased studies of the securities mar- 
kets and of particular industries with the object of 
selecting special situations with unusual growth 
possibilities. 





TRADING DEPARTMENT 


Active and broad knowledge of the markets for 
all unlisted securities . . . experienced personnel 
and long-established facilities to provide expert 
and prompt service. 





INSTITUTIONAL INVESTORS SERVICES 


Staffed by partners and others who make a con- 
tinuous study of individual institutional require- 
ments—professional financial services supported 
by the advantages of an important underwriting 
department and sound research facilities. 








ACCOUNT SUPERVISION DEPARTMENT 


A personalized service on a fee basis is maintained 
in our Philadelphia Office for individuals and 
trustees requiring continuous advice in the manage- 
ment of their investments. 

















VENTURE CAPITAL DEPARTMENT 


Contributing significantly to the national econ- 
omy by bringing together capital and management 
in the right combination to develop the full poten- 
tialities of new and growing enterprises. Emphasis 
is On. financing going concerns likely to produce 
long-term capital gains for investors. 








redesigned our past due notice sent ini- 
tially,” Mr. Rhodes relates. “This was 
primarily a public relations job. However, 
we did insert a ‘P. S.’ which reads: ‘Ask 
your friends to bank at Your Friendly 
Community Bank too.’ Incidentally, while 
this may be veering off into the subject of 
public relations, I would like to point out: 
1. This notice is friendly. Most stand- 
ard forms are stiff and cold; they read like 
@ sheriff's summons. After all, the cus- 
tomer has not committed a crime when he 
lets his notes go past due a few days. 


2. Our phone number is given. We have 
found that this alone has caused, many 
people to call us to let us know that the 
payment is on the way.” 


e e e 


**Face Lifting’’ Achieved 
With Minor Changes 
That a notable improvement in the 


appearance and working conditions of a 
bank office may be obtained without com- 

















— SPECIALISTS IN— 
United States Government 
Securities 
ok 
State and Municipal Bonds 
* 
ee DEVINE & CO. 

48 Wall Street, New York 5 ; HAnover 2-2727 
Chicago * Boston * Philadelphia «+ Pittsburgh * Cleveland 
Cincinnati ¢* St.Lovis * San Francisco 
Direct Wires to all Offices 
* * 
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Views of the Covina (California) National Bank before and after comparatively simple modernization program 


Illustrating the change that can be wrought. by new lighting and ceiling, removal of grillwork 


plete remodeling is evidenced in the ac- 
companying portrayal of the Covina Na- 
tional Bank quarters at Covina, California. 

Diffused, fluorescent lighting arrange- 
ments in the place of direct, incandescent 
fixtures, the substitution of glass paneling 
for grillwork, the addition of modern furni- 
ture and a new sound-reducing ceiling 
have given this lobby the uncluttered 
appearance and enhanced efficiency which 
is in line with today’s trend in bank 


quarters. ‘ i 


Conclusions of Survey 
on G. I. Home Loans 


The 350,000 World War II veterans liv- 
ing in their own homes as a result of the 
G. I. Bill of Rights have bought well 
within their incomes, they are financially 
stable, and contrary to general predictions 
they run little risk of losing out when the 
levelling off of the boom begins. These are 
conclusions drawn by the United States 
Savings and Loan League from a survey 
of the veterans home loans made by eighty 
representative savings and loan associ- 
ations in thirty states. 

The associations, in replying to the sur- 
vey, were asked to give the data from the 
last fifteen loans each had made, so that 
an unbiased selection of facts could be 
developed. Here is what the survey re- 
vealed in part: 

1. Average price of the home acquired 
is $5,664, a figure so low as to emphasize 
how big city psychology distorts the 
general view as to real estate prices around 
the country. The savings and loan survey 
covered the veterans’ borrowing program 
in the smaller communities equally with the 
metropolitan areas, and found that 42 per 
cent of the veterans had bought homes 
costing even less than $5,000, and that 
another 43 per cent had bought them in 
the price range between $5,000 and a top 
figure of $8,000. 

2. The average ratio of cost of home to 
veteran’s annual income was 2 to 1, i. e., 
the $5,664 house was bought or built by a 
man receiving $2,784 a year. This is less 
of a financial plunge than was typical be- 
fore the war when 2% to three times the 
annual income was accepted expenditure 
for a home. . 
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3. The average monthly payment is 
$42.06 out of a monthly income of $232. 
Thus only 18 per cent of income is going 
for shelter cost. The average veteran bor- 
rower is making 25 per cent more money 
than he did on the job he had before he 
went to war, and 85 per cent of these who 
have acquired homes did have jobs before 
they went into the service. Further evi- 
dence of their maturity and established 
position in the economic community is 
their average age of 29 years, plus the fact 
that more than half of them, 55 per cent, 
were married before they went into service. 

4. The average loan is not written to 
require the full 25-year period which the 
law permits to pay out, but is for 16 years 
and eight months. 


7 5 


G. I. Repayment Record 


That G. I.’s who borrowed from The 
Bank of Virginia during the war period of 
1940-44 actually had a 100 per cent better 
repaying record than the general public, 
is the interesting fact cited in a recent 
newspaper ad headed, “‘Kilroy Was Here!” 

The ad recounts that in 1940 a “debt 
freezing’ law was passed by Congress per- 
mitting those in military service to post- 
pone payments on loans. Despite this, the 





a report te Servicemen, Ex-Servicemen and their Families: 








dure 

tion of the war plus six months. This also applied to 

- bills or money obligations incurred after entering 
'- 





Only a d e 
take advantage of the “debt freezing” lew and post 


‘To The Bank of Virgin this meant thet cil oan She calvenvave ol he "Sen ws 


‘This lose of hese than 6/100 of 1% ie lem than 
+++ bese than half 


(is money instead into commercial loans to tary the emme five yours. 
indiviciucis exempt trom military service, and into ‘This testimonial to the character of the Virginia 


‘The Bank decided, despite the “freezing” law. to 
@e on lending to all individuals regardiess of thetr 
eigihility for military service, or whether they cl- 
seady were in the service. 

Nobody was tumed down on the grounds that he 
‘wos in, of was eligible for, military service. 





THE BANK OF VIRGINIA 





Cites study of loss experience 


ad states, Bank of Virginia decided not to 
turn down any loan applicant merely on 
the grounds that he was in, or was eligible 
for, military service. 

The copy then cites a study showing that 
out of more than $10,000,000 loaned to 
individuals in military service during the 
five-year period, all but $6,266 or less than 
6/100 of 1 per cent has been completely 
repaid. 

The advertisement is presented as a 
tribute and testimonial to the men and 
women who served their country during the 
war. It would also seem to be an excellent 
form of public relations, and an unusual 
type of promotion likely to attract con- 
siderable new G. I. loan business. 


Sf ¢ S 


Saga of Installment Credit 


Bankers and others dealing in various 


phases of installment financing may find 
interesting background information in a 
history of The Commercial Credit Com- 
pany, Baltimore, a pioneer in the field. 
This 150-page volume, written by William 
H. Grimes, former vice-chairman of Com- 
mercial Credit, traces the activities of the 
company from the date of its inception 
in 1912. 

Beginning with the recognition of the 
need for such a company by its founders, 
the chapters tell the story of its foundation, 
the different kinds of accounts held during 
its early years and its development as the 
first organized financier of installment sales 
and other pioneering projects in finance. 
Foreign financing, credit insurance, and 


1 


installment credit in the manufacturing 
field are among the topics covered. 


e * e 


Correcting Misconceptions 
on Wills and Estates 


“Exploding Some Mistaken Ideas” is 
the title of an article in the latest issue of 
Detroit Trust Company’s external house 
organ, “DTC Quarterly,” which may 
interest bankers, and trust officers in 
particular. The fallacious ideas to be 
“exploded” relate to wills and estates, 
subjects about which there is apparently 
profound public bewilderment. 
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Welcome advice to holiday travelers! 


A great many people who are planning to spend the 
holidays “with the folks” or elsewhere, will welcome 
the suggestion to carry American Express Travelers 
Cheques on their trip. They know that these cheques provide 
complete protection against theft and loss. 


Frequently, bankers secure the names of prospective holiday 
travelers from local news items. Or clients may drop a hint about 
their plans when they call at the bank—thus making it easy to 
suggest the purchase of these safe, convenient cheques. 


Advertising of American Express Travelers Cheques is con- 
stantly at work in magazines and newspapers.. Newspaper mats 
are also available to banks for their own advertising. A folder 
illustrating these mats will be sent on request, together with any 
information you may need. Write W. H. Stetser, Vice President, 
American Express Company, 65 Broadway, New York 6, N. Y. 


AMERICAN EXPRESS 


Travelers Cheques 


v9 4 





In writing to advertisers please mention The Burroughe Clearing House: 
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The article is written for the layman. 
Asking the question, “‘How many of these 
errors are you making?” it discusses these 
eight erroneous concepts: (1) Your wife 
gets all of your estate if you leave no will, 
(2) A trust company is cold and unsympa- 
thetic, (3) It costs too much to name the 
trust company executor of an estate, (4) 
You are doing your friend a favor by ask- 
ing him to act as your executor, (5) Joint 
property eliminates the need for an execu- 
tor and saves taxes, (6) The trust company 
does not act as co-executor, (7) You need 
no will if most of your estate is in life 
insurance, and (8) The trust company 
settles only large estates. 


Progressive Advertising by 
Savings Banks 


Savings banks, formerly considered 
among the most conservative advertisers 
in the banking field, are showing a turn to 
progressive advertising which offers new 
public services as indirect promotion to 
savings-bank business. 

Following a recent offer of an employ- 
ment-directory-to-jobs to residents of New 
York City, which resulted in well over 150,- 
000 requests for the guide booklet, the 
Savings Banks Association of the State of 
New York is now advertising the same free 
service for upstate job seekers, both veter- 
ans and others. In advertising the guide 
which advises the reader on methods of 
picking the right employment, planning 
how to get the pusition and whom to see 
for further aid, the advertisements point 
out that the book may be obtained on 
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request at any New York State savings 
bank. It is thought that the recipients of 
this guide will not forget the savings bank 
when funds from the new positions make 
them eligible for savings accounts. The 
600-line advertisement, a reduction of 
which is shown below on the left, is being 
run in some 60 daily and weekly news- 
papers in upper New York State. 

A good example of progressive savings- 
bank promotional work being done in New 
York City is shown in miniature below on 
the right. This 1,000-line advertisement, 
by the Dollar Savings Bank, is being dis- 
played in many of New York’s daily news- 
papers. It is hoped that the publication 
of this statement by the superintendent of 
New York City schools, testifying to the 
service of mutual savings banks in offering 
school savings plans to school children, will 
increase public understanding of the worth- 
while service of the advertising bank. 


+ ¢ ° 


The Indianapolis Plan 


Leaders in mortgage finance have be- 
come increasingly concerned with the 
apparently growing trend toward leaning 
on the government in connection with the 
housing problem, in lieu of action on a 
community basis. 

Recognizing that public housing does 
have a popular appeal and is expanding in 
scope, the president of the Mortgage 
Bankers Association of America, Guy T. O. 
Hollyday of Baltimore, has cited the need 
for counteracting this trend by positive 
leadership rather than negative opposition. 
He has suggested that “if we can help to 


popularize the Indianapolis plan, intelligent 
civic-minded individuals who are now work- 
ing for public housing can’ be brought on 
the side of private industry.” 

The Indianapolis plan is now in oper- 
ation. Under it the city established a 
Redevelopment Commission with powers 
of eminent domain, The Commission can 
designate blighted areas, acquire them, 
plan for their redevelopment, clear them 
and offer them for sale to private enter- 
prise for redevelopment. 

If taxpayers owning property in the 
area designated for redevelopment object, 
the whole proceeding must be heard by a 
full panel of superior court judges whose 
decision is final. In acquiring the property, 
it must be appraised by three independent 
appraisers and the purchase price cannot 
exceed the appraisal. The property re- 
mains subject to state, county and local 
taxes. 

The funds for use. of the Commission are 
the proceeds of a 10 cent tax on éach $100 
of taxable property in the city, plus all 
receipts from sale of lands. . Indianapolis 
believes it can finance its slum clearance 
without outside financial aid. 


* * e- 


Formulating Retirement 
Plans for Employees 


Some financial institutions who are now 
considering retirement plans for their own 
employees, or who are newly embarked on 
corporate pension trust business, express a 
need for a reliable analysis of proved plans. 
For those who would like*a summary of 
such plans, the Bankers Trust Company of 


Examples of indirect promotion by which the savings banks are gaining public good will, new accounts 
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The Beach Bank, Jacksonville, brings 
the local beach fo its lobby 


other 88 plans the rate of employees’ 
contributions ranges on the average from 
1.5 per cent to 5 per cent at different periods 
of the plans’ use. Employee contributions 
usually pay for about a quarter to a half 
of the current cost of each plan. 
Additional information about the survey 
may be obtained by addressing R. W. 
Hemminger, Trust Officer, Bankers Trust 
Company, 16 Wall Street, New York. 
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Complimentary copies of the publication 
are available to financial officers on 
request. 
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‘*Hard On Us Northerners’”’ 


A new decorative feature of The Beach 
Bank in Jacksonville, Florida, has a very 
apt tie-in with the name of the institution 
and also publicizes a prime asset of the 
community. ! 

As accompanying views illustrate, this 
decorative note consists of a series of en- 
larged five by eight feet photographs in the 
new banking room, reproducing local 
scenes showing what President Fred C. 
Allen modestly terms “the world’s finest 
beach.” 


° ¢ ° 


Association for Bank 
Consumer Credit Men 


When the members of the 26-year-old 
Morris Plan Bankers Association, at their 
recent annual convention voted to change 
the active name of the association to be 
henceforth the Consumer Bankers Associ- 
ation, it represented an _ evolutionary 
rather than a revolutionary step. Plans 
had been under way for almost a year to 
consummate this change, including a revi- 
sion of the constitution and bylaws to 
permit expansion of membership on a non- 
competitive basis, i. e., as at present, not 
more than one member in a community. 

The evolution .of the change of name 








New York has announced the publication 
of their 1946 retirement-plan survey en- 
titled “188 Retirement Plans.” 

The study makes an analysis of each of 
the 188 plans established by the nation’s 
largest industrial employers since 1943. 
Consideration is made of eligibility provi- 
sions, benefit. formula, maximum and mini- 
mum benefits and other important data. 
The study is believed to embrace virtually 
all plans of importance adopted during 
this three-year* period. Fifty-six major 
industries are covered. a 

The plans summarized in the study will 
provide pensions, including primary social 
security benefits, ranging on the average 
from 46 to 63 per cent of the average 
annual earnings of lower paid employees, 
and from 30 to 47 per cent of the average 
annual earnings of employees in higher pay 
brackets. Many of the new plans also 
provide disability benefits and permit em- 
ployees to retire from five to ten years 
before normal retirement age (sixty-five is 
the predominant normal retirement age) 
at a reduced pension. 

In 100 of the 188 new plans the employer 
bears the entire cost of the plan, and em- 
ployees make -no contribution.» In’ the 








Corporation 











CONVENIENCE 


Our correspondents and their customers 
appreciate the convenience of our state- 
wide connections. The Marine Midland 
Group of banks covers 45 strategic New 


York State communities with 96 offices. 


Member of Federal Deposit Insurance 





MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 
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goes all the way back to 1910, when the 
first Morris Plan bank was established in 
Norfolk, Va., by Arthur J. Morris. At 
that time “consumer credit,” or bank loans 
to individuals on an unsecured basis, was 
unheard of as an organized effort. The 
corollary amortization principle, or repay- 
ment out of income, was likewise a banking 
innovation. For the ensuing 15 to 20 
years the Morris Plan group of banks, 
which had been organized all over the 
country, had the consumer banking field 
exclusively, or largely, to themselves. 
Beginning in the late twenties, some of the 
larger commercial banks moved into the 
field by establishing consumer credit 
departments. 

To meet this competition, banks in the 
Morris Plan group here and there, begin- 
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ning some 15 years ago, began to offer 
demand deposit facilities, then to accept 
purely commercial business. The propor- 
tion of commeércial loans outstanding to 
total loans outstanding began to grow. 
Then, to implement their growth in the 
commercial field, some of the group began 
to drop from their corporate titles the 
words “Morris Plan,” which had become 
known to millions of Americans as a plan 
of banking for individuals exclusively, 
rather than for both individuals and cor- 
porations. This change of name trend 
was greatly accelerated during the past 
year, with some twenty of the banks taking 
this step. Over the period of years, other 
Morris Plan banks were merged into local 
commercial banks. 

When it became apparent that the name 








dential basis. 


70 PINE STREET 





Practical Assistance 
to Institutions in 
the Solving of Their 
Investment Problems 


Today’s changing markets call for all available 
aid in the solving of the many investment prob- 
lems which constantly confront banks, insurance 
companies and other large institutional inves- 
tors. That we are fitted to render a comprehen- 
sive service has been proved by our many years 
of successful experience in this field. 


Our staff members are familiar with all types of 
securities and are glad to provide basic facts, 
when needed, concerning current security mar- 
kets. Moreover, through the facilities of our 
92 strategically located offices—interconnected 
by direct wires—we are able to obtain these 
investment facts promptly. 


Should you require such a practical and compre- 
hensive service, we would be happy to discuss 
your problems with you in person on a confi- 


Merrilt LYNCH, Pierce, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


Offices in 91 Cities 


NEW YORK 5, N. Y. 














“Morris Plan Bankers Association” was no 
longer connotative of the general member- 
ship, it seemed a logical step to activate 
the name “Consumer Bankers Associ- 
ation,” as previously incorporated under 
the laws of the District of Columbia. 
Actually, the Morris Plan Bankers Associ- 
ation, with identical constitution and by- 


- laws with the exception of name, will be 


kept in more or less dormant existence for 
both historical and sentimental reasons. 

It is significant to note that although so 
many members have changed their corpo- 
rate names, the majority will continue to 
use the well-known Morris Plan diamond 
trade-mark, with the qualifying phrase 
“Authorized Member,” to distinguish their 
consumer lending activity. 

The services of the Consumer Bankers 
Association to its members have tradi- 
tionally consisted of a semimonthly ‘‘Con- 
fidential News Letter,” a bimonthly 
“Morris Plan Banker,” advice and assist- 
ance on operating, new business, legisla- 
tive, and legal matters, compilation of 
statistics among the group, research, sur- 
veys of individual banks and their opera- 
tions, plus group conferences and meetings. 
There are five subsidiary groups, known as 
the Atlantic States, Central States, New 
England, Southeastern, and Western sec- 
tional associations. In addition, it was 
resolved at the recent convention that the 
association should, temporarily at least, 
take over publication of the following four 
publications formerly issued by the Con- 
sumer Banking Institute: “Consumer 
Credit” Bulletin, a public relations publi- 
cation devoted to the broad interests of 
consumer credit in general; dealer “Infor- 
mation Letter,” designed for distribution 
to present and prospective sales finance 
dealers; “Mary Hale Shopping Letter,” 
designed for distribution to housewives; 
and the “Bank Employee Letter,” designed 
for distribution to employees of banks. 
In the future, local distribution of such 
material is to be limited to members of 
the Association. 

Joseph E. Birnie, president of The Bank 
of Georgia at Atlanta, has been re-elected 
president of the Association. Other officers 


G. M. UNDERHILL 


for the 1946-47 year are: John B. Jessup, 
president of the Equitable Trust Com- 
pany, Wilmington, Delaware, first vice- 
president; Clyde C. Shively, president of 
the State Industrial Bank of Columbus, 
Ohio, second vice-president; Gary M. 
Underhill, executive director, Robert R. 
Spooner, secretary, and Calvin C Vane, 
treasurer, with offices at 1025 Connecticut 
Avenue, N. W., Washington, D. C. 

“The Consumer Bankers Association 
does not, and does not intend to, supplant 
the services or functions of any other bank- 
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ing group,” states Executive Director 
Underhill. “It is a specialized service 
organization, organized on a non-competi- 
tive basis. It has no grandiose plans for 
rapid expansion. No new membership 
committee has as yet been formed. Neither 
have any definite policies or rules for 
expansion been established. If the Associ- 
ation grows, it will be on a service basis, 
rather than on any organized solicitation 
of new members. . It is primarily an associ- 
ation of bank consumer credit men, just 
as the Financial Advertisers Association is 
composed of bank public relations men 
and the National Association of Bank 
Auditors and Comptrollers is composed of 
bank auditors and comptrollers. The only 
fundamental distinguishing principle is 
that by restricting membership to only 
one institution in a community, it is felt 
that the best interests of a relatively small 
group can best be served.” 


S o « 


Booklet to Attract 
New Employees 


There may be some ideas for banks in 
the booklet which the Bankers National 
Life Insurance Company of Montclair, 
New Jersey, has prepared for distribution 
to prospective employees. 

The booklet is titled, “Just Around the 
Corner From You,” to emphasize the con- 
venience of location to the local residents 
who are in the “commuting army” to New 
York City and the young people not yet 
employed. 

Only briefly touched upon is the com- 
pany’s history and its standing in the 
insurance field. Most of the eight-page 
booklet is devoted to the employment fea- 
tures and advantages at Bankers National, 
such as a spacious office building with 
plenty of fresh air and sunshine, Monday- 
to-Friday work week, bonus days for per- 
fect attendance, free life insurance, work 
hours 9 to 5, cash bonus each year after 
the tenth, cash awards for efficiency-in- 
creasing suggestions, two weeks’ paid vaca- 
tion, hour-long lunch period, music during 
working hours, birthday lunches every 
month, home office employees association, 
educational courses and complete training 
facilities. 

Banks having intensive competition for 
desirable personnel additions from industry 
and other lines of business might well con- 
sider similar booklets outlining the many 
advantages and the pleasant working con- 
ditions which they offer. 


¢ ° ° 


Bankers and Farmers 
Meet Together 


In Pennsylvania, farmers and country 
bankers are sitting down together in meet- 
ings to discuss problems concerning the 
relationship of farm credits to economic 
conditions, to disseminate information on 
the banker-farmer extension department 
projects of the Pennsylvania Bankers 
Association and to work out methods of 
furthering banker-farmer relationships. The 
first of these meetings, for example, in- 
cluded agricultural leaders and bankers 
from nine counties and was held at Harris- 
burg. Other joint gatherings are currently 
being held throughout the state. 


Making Banking History 
Interesting Reading 


That a-city’s banking history can “read 
like a novel” has been shown by William F. 
Hasse, Jr., in his new book, History of 
Banking in New Haven, Connecticut, a 
126-page volume. 

The study traces the growth of banks 
and banking from a one-bank town in 
1792 to a busy 10-bank city of today. In 
doing so, many interesting and little-known 
facts in this city’s banking development 
are related. For example, that the first 
coins manufactured by the United States 
Government were made in the New Haven 
Mint in 1787; that in Civil War days, the 
First National Bank of New Haven 
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financed the building of the armor-plated 
‘‘Monitor” which defeated the Confeder- 
acy’s steel-shelled “Merrimac”; and that 
“‘Germ-proof” bank notes (an innova- 
tion of questionable consequence) were 
introduced in the early 1900's. 

The author, auditor of the New Haven 
Bank N. B. A., first wrote his history as a 
thesis for the Graduate School of Banking 
at Rutgers University in 1944 and has 
revised and brought it up to date for pub- 
lication upon the advice of the bank’s 
officials. He made an avocation of local 
banking lore for more than a decade. He 
has sandwiched between the orderly record 
of banking’s growth a multitude of inci- 
dents which illuminate the human founda- 
tions of the banking business. 
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Some booklets on debt and bond situation, prepared by Mr. Easterday to assist correspondent banks 


SUGGESTED PORTFOLIO POLICIES 





VV Nat (sOVERNMENTS? 


How a Nebraska banker, highly respected for his knowledge of 
Government issues, sees them against their present background 


N the ordinary conduct of business. 
] our bank’s officers meet and talk 

every month with dozens of bankers 
about government bonds in general 
and about their government portfolios 
in particular. We have the oppor- 
tunity of examining the bond lists of 
a good many correspondent banks 
with some frequency and of discussing 
the subject of government bonds regu- 
larly with our friends in the city banks. 

From these contacts we often ask 
ourselves a question that is of primary 
importance: ‘“‘Do bankers fully com- 
prehend the extent and permanency 
of the change that has taken place in 
the banking structure?” Astonish- 
ingly enough, we doubt that the real 


By 
P. R. EASTERDAY 


Chairman of the Board, The First National Bank 
of. Lincoln, Lincoln, Nebraska 


significance of the government debt 
and its tremendous effect on banking 
is as yet generally grasped. Perhaps 
this is because the present situation 
developed so rapidly while war news 
of more immediate concern held our 
attention away from the change. 

The basic fact underlying today’s 
bond portfolios, today’s earnings prob- 
lems, and today’s deposit totals is the 


size of the government debt. Because 
no such volume of Federal indebted- 
ness ever before existed, it is easy to 
assume that the debt and its conse- 
quences are temporary. Because the 
debt grew so fast, it might be expected 
somehow to revert rapidly to smaller 
proportions, perhaps to something like 
the debt we were familiar with in the 
pre-war years. But the sad truth is 
that no such optimistic assumptions 
or expectations are warranted. 
Nobody can comprehend $265 bil- 
lion. So probably we should try a few 
comparisons. At $265 billion, the 
debt is 41% times the total of deposits 
of all United States commercial banks 
just six years ago. It is 5 times as 
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P. R. Easterday (left) and G. W. Holmes, president of the bank 


Basic fact underlying investment policy is permanency of government debt 


great as the estimated value of all 
farm lands in the United States. It is 
50 times the total of all farm mortgages 
in the United States. It is 10 times 
the peak debt during World: War I. 

Because the banks own about $80 
billion of this debt, the commercial 
banking system has increased its 
deposits from $60 billion to $140 bil- 
lion in the past six years. Any bank’s 
handling of its earning assets must be 
conducted with one eye on probable 
deposit trends. Hence the relation- 
ship of Federal debt, of bank loans and 
investments, and of bank deposits 
must be the major considerations in 
establishing sound policies for con- 
ducting a bank’s government bond 
account. Although these increases in 
the government debt and banking 
structure have taken place almost 
overnight, they are just as permanent 
as if they had taken twenty years to 
develop. This fact is too important 
for a banker to overlook. 

Right now the Treasury is engaged 
in paying off some bonds, using excess 
funds obtained from the Victory Bond 
drive. This operation will be com- 
pleted within a few months, leaving 
the total debt then around $260 
billion. Thereafter, further reductions 
will come only as the government may 
succeed in taking in more money than 
it spends. As yet, the Federal fiscal 
problem seems not to have progressed 
beyond the stage of “How small a 
deficit will this year’s budget require?” 

Whether it ever progresses to actual 
debt retirement, and how much debt 
will be retired rests entirely with the 


future. Under the most favorable 
circumstances, only a moderate aver- 
age annual debt reduction should be 
anticipated. At the rate of $2 billion 
per year, it would take 130 years to 
retire the debt. For all practical pur- 
poses, therefore, the debt may be 
regarded as permanent. 

Commercial bank deposits on June 
30, 1946, were $140 billion. Continu- 
ing debt retirement from excess treas- 
ury balances probably will reduce this 
total to around $135 billion by the 
year’s end, and government bond 
holdings by commercial banks to 
about $75 billion. With the govern- 
ment debt remaining firm at about 


$260 billion, it seems a fair appraisal . 


that when bank deposits get down to 
$135 billion this will eventually turn 























Exterior of The First National Bank of Lincoln, Nebraska 


out to be their low water mark for a 
good many years. 

From only two sources —neither of 
them profitable—could this deposit 
total be appreciably reduced: 

1. By reducing the commercial bank- 
ing system’s holdings of govern- 
ment bonds, now $75 to $80 billion. 
This could come only from actual 
debt retirement by the government, 
or from the public absorbing these 
bonds. Under the most favorable cir- 
cumstances, the government can re- 
tire relatively few of outstanding 
bonds from future excess receipts. As 
for the public absorbing any worth- 
while portion of the bank’s bond hold- 
ings, the public (excepting Federal 
Reserve banks, mutual savings banks, 
insurance companies, and government 
agencies and trust funds), holds nearly 
$100 billion of bonds. A very sub- 
stantial portion of these public hold- 
ings are in the hands of corporations, 
which in a normal operating period 
would not be interested in bond invest- 
ments of any nature because they can 
earn better returns on capital used in 
their own business. Does it not appear 
that the main problem might be to 
keep this $100 billion in the public’s 
hands and thus out of the banking 
system? 

2. By reducing the $28 billion of 
loans now held by commercial banks. 
The possibility of any material de- 
crease in commercial loans below the 
present figures must be regarded as 
remote. 

On the other hand, three or four 
factors exist which might influence 
total deposits to increase: 

1. An increase in commercial loans. 
This, of course, has exactly the same 
upward effect on deposits as a bond 
increase. Looking to the future, a 
substantial increase in loans seems 
probable as business activity develops 
beyond present levels. 

2. Any addition to banks’ holdings 
of government bonds. This can hap- 
pen if the public reduces its $100 bil- 
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3. Any reduction in the $28 billion 
of currency outstanding. The only 
place it could go would be into the 
banks as deposits. Currency now in 
circulation totals $20 billion more than 
pre-war. Eliminating the black market 
should cut down the total circulation. 

4. Any import of gold into this 
country. This seems less likely to be 
important. 

A few conclusions can justifiably be 
drawn from these facts. It seems safe 
to anticipate that: 

1. For a long while the government 
debt will remain not far from $260 
billion. 

2. The $75 billion holdings of gov- 
ernment bonds by commercial banks 
at this year’s end is more likely to 
increase than decrease. 

3. Total deposits of commercial 
banks, now at $140 billion will not go 
below about $135 billion, are more 
likely to show a gradual increase. 

As a matter of practical application 


our banking structure is necessary. In 
our own institution we should feel at 
sea in setting up our investment pro- 
gram unless we kept this as a constant 
background for our planning. 

Even if an individual bank’s deposits 
might decrease or its loans increase to 
some extent, it seems a safe conclusion 
that, for as far ahead as any one can 
foresee, the bank still’ will have to 
maintain for income purposes a sub- 
stantial investment in government 
bonds. For an average bank, this 
might be 50 per cent or 60 per cent of 
total deposits. 

In operating a government bond 
portfolio, naturally the banker’s first 
consideration should be having enough 
bonds of short maturities to provide 
for any reasonable deposit decline or 
loan demand which might apply to his 
particular bank. Excessive liquidity, 
however, is attained at the expense of 
earnings —and earnings are necessary 
for a bank to live. 


experience leads us to believe that 
many bankers are overestimating the 
extent of possible deposit decrease or 
loan increase. Sound thinking keeps 
in mind that the general level of 
deposits in commercial banks will not 
be reduced materially. Therefore, in 
setting up his timetable of bond 
maturities the banker need only calcu- 
late his bank’s probable loss of deposits 
if a shift should occur from his com- 
munity or section to other localities. 
The yield basis of various maturities 
of government bonds increases mate- 
rially as they move into the longer 
maturities. Early in November of 
1946 they stood as follows: 
Maturity 


or call date Bond % Yield 
(Years) (approx.) 
Certificates 84% 

4 2% 9/15/50-52 1.33% 

6 2% 12/15/5254 1.53% 
10 2%%9/15/56-59 1.70% 
21 216% 9/15/67-72 2.17% 


See GOVERNMENT BONDS—Page 56 
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“T'S our ‘bible’ in training the 
| newer men,” replied a_ senior 
member of one bank’s credit 
department when asked to give his 
opinion of the new educational manual 
prepared by Robert Morris Associates, 
national association of bank credit 
men. 

His enthusiasm is readily under- 
stood for this 150-page book entitled 
“The Credit Department, A Training 
Ground for the Bank Loan Officer” 
was especially developed to assist in 
the training of bank. personnel in 
credit work. Unique in content, it 
appears at a timely moment when so 
many banks are engaged in rebuilding 
their credit staffs which were depleted 
during the war. 

Furthermore the book has many 
other uses. It has a wealth of applica- 
ble information for the smaller bank. 
In this connection, the suggestion has 
been made that some larger institu- 
tions may want to distribute copies to 
correspondents. Moreover, one top 
executive of a city bank has advised 
that copies be obtained for the corre- 
spondent bank men, to give them a 
better background of credit knowledge 
in discussing participations and other 
loan phases. One banker has asserted: 
“It is my humble opinion that a good 
many bank officers can profit by read- 
ing the book. So many of them are 
promoted via operations and get into 
_the loan department without extensive 
credit training.” 

Distribution has likewise been sug- 
gested for stenographers who take 
dictation on credit memos and letters, 
loan and discount clerks, operating 
supervisors or officers, people handling 
new accounts, and other bank em- 
ployees not close enough to the credit 
routine to require a working knowledge 
of it, but who could obtain a better- 
rounded perspective as a result of 
reading the book. 

A Chicago bank has purchased 
sufficient copies to permit distribution 
not only to key staff people but also 
to the directors, many of whom have 
never worked in a bank and have not 
had a full understanding of the credit 
activity. 

Outside the bank field, the book is 
of direct interest to mercantile credit 
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A Bre” for the 


Bank Crepir Man 


By 
HARRY V. ODLE 


Associate Editor, THE BURROUGHS CLEARING HOUSE 


Banks, rebuilding their credit staffs, are finding 


the new 150-page manual of Robert Morris Associates 


an invaluable training aid. 


It is also being read 


by directors, loan officers, mercantile credit men 


men since it covers topics fundamental 
to all credit work. Also, each year 
finds the bank and mercantile credit 
men working closer together. One 
large mercantile establishment ordered 
about 40 copies of the manual even 
prior to publication. 

Finally, it has been suggested that 
banks purchase copies for their own 
libraries, for public libraries, and for 
the schools in their communities. 

Because of the potentially broad 
usefulness of this new educational 
medium, there follows a summarized 
description of its contents. 

The book is an outgrowth of an 
earlier credit educational series con- 
sisting of nine separate pamphlets, and 
represents a major project of the 
Research Committee of the Associates 
headed by H. T. Riedeman, of the 
Industrial National Bank of Chicago. 
The original material —representing 
the experience and thoughts of many 
prominent Associates whose joint con- 
tributions made up the earlier series — 
has been edited, co-ordinated and 
expanded by Professor Charles W. 
Williams, head of the Department of 
Economics-Commerce, University of 
Louisville, and executive director of 
the Research Committee. Among 
those who gave valuable assistance in 
the project was Raymond W. Duning, 
secretary-treasurer of the Associates. 

The book is concerned with giving 
the junior credit man a better under- 
standing of the techniques of his work, 
but a second objective is to present 
him with a clear and adequate per- 
spective of his job —its importance and 
the opportunities which it presents. 


At the outset there is an interesting 
recount of the origin and development 
of bank credit departments, from the 
time the first formal credit department 
was organized in about 1890 by James 
G. Cannon of the Fourth National 
Bank of New York. The manual also 
covers the history of the Robert Morris 
Associates, which was formed in 1915 
by banking delegates at a convention 
of the National Association of Credit 


The book contains authoritative discussio 


Credit investigation, The Northern Trust Company, 


Chicago 
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Covers techniques, aids perspective* 


Men. It relates how thinking along 
the lines of credit analysis was stimu- 
lated as early as 1910 by a little book 
entitled The Four Big C’s, written by 
William Post, of the Central National 
Bank, Philadelphia. Cited are the 
pioneering contributions on the sub- 
ject of credit ratios by Alexander Wall, 


*Copies, at $1 each, are available from the central 
office of Robert Morris Associates, 1417 Sansom 
Street, Philadelphia 2, Pennsylvania. 


who served as secretary of the Associ- 
ates for many years. The history of 
increasingly close co-operation with 
the accountants and mercantile credit 
men is unfolded. 

This opening chapter sets the stage 
for an ensuing discussion of the de- 
velopment of the individual credit 
man. Educational requirements are 
cited, such as a knowledge of mathe- 
matics, an understanding of economics, 
a thorough mastery of accounting, 
familiarity with legal matters, market- 
ing techniques and corporation finance, 
and a knowledge of psychology. To- 
day’s complexities, it is pointed out, 
also demand a broadened knowledge 
of production techniques, labor prob- 


- lems, changing trade practices and 


government regulations. How such 
diversified information is applied to 
the specific duties of the bank credit 
man is then explained. In this connec- 
tion it is noted that as a result of the 
mounting complexity of our economy, 
specialization according to trade groups 
or territories is beginning to be evi- 
denced in the credit department as 
well as on the loan platform. 

In addition to educational require- 
ments there is also a discussion of the 
personal qualities—judgment, accu- 
racy, thoroughness, memory, imagi- 
nation and ingenuity —which are found 
in the capable credit executive. 

Recognizing that fullest develop- 
ment and progress calls for an under- 
standing and perspective broader than 
the credit department alone, a succeed- 
ing chapter in the book deals with what 
the credit man should know about his 
bank and its customers. To be of 


Credit correspondence, The First National Bank of Chicago 
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maximum value to the organization, 
it is pointed out, he should know the 
bank’s history, its loan policy, its 
correspondents, its operational set- 
up, etc. 

However, the manual disclaims any 
inference that the credit man should 
be a walking encyclopedia. Rather 
it attempts to cover to the fullest 
extent the opportunities for personal 
progress, and adds comfortingly that 
much of the information alluded to is 
acquired naturally in the performance 
of daily duties. 


[MPORTANT to every junior credit 

man is the chapter in the book which 
covers the code of ethics developed out 
of bitter and costly experience by the 
Robert Morris Associates. This 11- 
point code, adopted in 1916 and revised 
in 1921, is not merely a collection of 
high-sounding declarations of moral 
behavior. Rather it is a_ practical 
working standard of behavior, ac- 
cepted among credit men in the 
administration of credit functions and 
in the exchange of credit information. 

The eleven cardinal principles mak- 
ing up the code of ethics are explained 
in some detail, with the thought that 
they should be thoroughly under- 
stood. The Associates maintain a 
Committee on Credit Ethics and Prac- 
tices to which violations of principles 
are reported. Emphasis, however, 
is placed primarily on educational 
methods to eliminate deviations. The 
importance of a high degree of integ- 
rity is stressed as a primary requisite 
for the young credit man. 

See CREDIT MANUAL—Page 59 


these and other important phases of bank credit work, which is pictured as “‘a veritable highway to the loan platform’ 


Credit analysis, Industrial National Bank 
of Chicago 
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An Improved Case 


HanpDLING SysTEM 


By 
B. F. STUDEBAKER 


Assistant Cashier, National Bank of Detroit 


ARLY this year, one of our 
branches was the scene of a test 
for a system that we believed 

would help correct payday congestion. 
The branch selected for the test is in 
an industrial area where check-cashing 
is unusually heavy. 

On the day we had chosen, before 
the regular lines of customers had 
started to form, several pieces of 
equipment that were to play an impor- 
tant part in the test were carried 
across the lobby and installed in the 
tellers’ cages. The branch’s officers 
were interested but not overly opti- 
mistic. It was not surprising that the 
explanation of the simple system we had 
developed had not made a great im- 
pression on them. We, in our planning, 
had not developed the system as a 
miraculous panacea, but we did think 
it might help. 

As this particular payday’s peak 
periods approached, came and went, 
some of us stood on the balcony over- 
looking the lobby. Customers showed 
surprise as they entered the busy, but 
less crowded, lobby. Neither the 
officers nor the tellers were convinced 
that any great amount of time had 
been saved. Perhaps, they said, this 


Finding itself unable to take care of its payday check- 
cashing customers satisfactorily, and with enlarged staff 
and quarters seen as the only remedy, this bank devised, 
tested, and now uses a cash-handling system which helped 
solve a problem common to many similarly situated banks 


had not been one of their normally 
busy paydays. However, when the 
tellers checked out at the end of the 
day, we were surprised to find that 
the usual number of customers had 
been served. 

This story really begins with our 
first full recognition of the problem 
that existed at some of our branches 
where check-cashing was heavy and 
lines formed at the tellers’ windows. 
We had been hiring from 50 to 60 
extra tellers for these peak periods all 
through the war. This policy had 


A staff of eight junior clerks, wrapping 2,400 packages of cash per hour, furnishes currency for 16 branches 


never been dependable, and during the 
late months of 1945 it had become 
nearly impossible to fill our necessary 
quota of extra tellers. 

When the problem was first ap- 
proached in an operations committee 
meeting, along with tentative plans for 


‘remodeling our banking quarters, the 


solution seemed to be in having more 
cages per branch and increasing our 
permanent staff. At that time, it was 
proposed that a larger staff might not 
be necessary; maybe a new system of 
cash handling could be devised that 
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dling, and the use of automatic cashiers 
for dispensing change. Could not 
currency be prepackaged for faster 
dispensing? 

The problem went into the experi- 
mental stage again at a higher level. 
_ Methods were tried and parts of each 
were kept while others were dis- 
carded. Simplicity and workability 
were substituted for complicated and 
time-consuming procedures in every 
instance. After weeks of trial and 
error in one and two cage operation, 
the system was developed to the point 
where it was ready for its debut. Such 
was the system that was tested in the 
beginning episode of this story. 


READERS are no doubt curious to 
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The last step in the new system 


Using prepackaged currency speeds check-cashing service 


would take care of the periodically 
heavy business. Before making expen- 
sive additions to quarters and staff, we 
thought this would be worth trying. It 
was decided that a teller-time research 
should be carried out as the first step. 

When the period of research was 
finished at these branches, some en- 
lightening facts had been uncovered. 
During those unusual days when extra 
tellers were needed for check-cashing 
activities, only 20 per cent of the busi- 
ness was made up of deposit transac- 
tions, while 80 per cent of the tellers’ 


time was used in other transactions. 
Of this 80 per cent, three-fourths was 
found to be used in cashing checks. 
The greatest part of the problem, as 
we had suggested, was in one question, 
“*How can we cash checks faster?” 
Following this research, we checked 
with officers and employees for their 
ideas on possible methods. During 
these discussions, the development of 
“some sort of device for currency 
handling” was mentioned as a possi- 
bility. This was suggested by both 
the packaging of coins for faster han- 


The two prepackaging steps: Collecting and proving incoming currency, and slipping it into preglued bands 











know the mechanics of the cash-han- 
dling system we had worked out. With 
the improvements that have been 
made since its first use, it now consists 
of three main divisions, (1) the pre- 
packaging of currency,, (2) the setting 
up of the dispenser and (3) the dis- 
pensing of the currency by the teller. 
Although the results of the system 
can best be seen by looking inside the 
teller’s cage and the lobby, tracing the 
activity from prepackaging depart- 
ment to the customer’s hand may give 
a more complete picture. 

Our prepackaging department, which 
is shown at bottom of page 22 serves 
16 branches of our bank. Each of the 
eight junior clerks employed in the 
department carries on essentially the 
same operation. 

As the packager begins work, she 
has before her piles of currency in 100- 
bill lots (as the currency arrives at 
the bank in bulk). By her side are 
the prepackaging bands, marked with 
the amount of money to be packaged 
in each. Here it might be mentioned 
that, besides the amount of money to 
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be enclosed, each band carries three 
"messages; the name of the bank, the 
words ““To save your time” and “We 
make all types of personal and mort- 
gage loans.”” The other materials on 
the packager’s table are the rubber 
bands, kept within easy reach, and the 
operator’s personal identification 
stamp. 

The packager pictured on page 23 is 
in the process of making up packs of 
$50 each. Lined up before her as she 
begins work, in 100-bill piles, are one 
pile of $20’s, two of $10’s and two of 
$5’s. Using both hands, she takes the 
top bill from each pile. She then slips 
the band around the five bills, stamps 
the band with her identification stamp, 
and $50 is packaged. The process is 
repeated 100 times, after which the 
packager has 100 packs of $50 each 
and there is none of the bulk currency 
remaining. The packs are then assem- 
bled in units of ten and encircled with 
a rubber band, adapting the units to 
the dispenser, as will be explained later. 


"THE prepackaging process has ac- 

complished three steps necessary to 
the practicality of the system. In- 
coming cash has been proved, pack- 
aged, and the handler has identified 
herself on the band of each package. 

In our experience, it has been found 
that one junior clerk may package 
over 300 packs of currency per hour 
and that one prepackaging depart- 
ment of eight girls is able to supply 
the tellers in 16 branches. 

Now we follow the prepackaged 
cash to the teller’s cage where it is 
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placed in the dispenser. Our branches 
use three different sizes of dispensers, 
or racks as they are sometimes called. 
The three sizes make the dispensers 
adaptable to both cage size and the 
volume of business handled by any 
one teller. The racks, which are 
illustrated on this page, have shelves 
of % inch, 1 inch and 2 inches in 
depth. The %-inch rack is used by 
tellers who customarily cash less than 
300 checks a day, the 1 and 2-inch 
dispensers by those tellers who make 
a greater number of check-cashing 
transactions. Being in two sections, 
with a detachable standard, the dis- 
pensers may be arranged in a manner 
to fit the cages in any of our branches. 
If room is not available on any surface 
within the cage, the dispenser is hung 
from the partition between cages. 
Thus, we have no problem in making 
the physical units of the system usable 
in any situation. 

From the cash drawer as it is needed, 
the teller takes the packages of cash 
of different denominations—we pre- 
package currency in 18 different de- 
nominations, from $2 to $10 in $1 
steps and from $20 to $100 in $10 
graduations. The teller places either 
30 packages (3 units) or ten packages 
(1 unit) of each denomination in the 
dispenser, depending on the size of the 
dispenser, after checking only to see 
that there are 10 packages in each 
unit. Everything is now in order for 
the teller to begin operations. The 
currency dispenser is standing, or 
hanging, in the most convenient posi- 
tion —out of reach from the exterior of 


Illustrating different sizes and cage arrangements for cash dispensers 


B. F. Studebaker explains variations to R. H. Burnie, branch manager 





the cage —and the coin dispenser is in 
its usual place. 

We will watch a teller as he, or she, 
serves a check-cashing customer in the 
manner which we have found to be 
most efficient. The first transaction 
involves the cashing of a $178.35 
check. Verifying the customer’s iden- 
tification in the usual manner, the 
teller first takes the proper coins from 
the coin dispenser and hands it im- 
mediately to the customer. While the 
customer proves his coin, the teller 
goes on with the next step. Using 
both hands, as the packager did in 
handling the currency, she selects the 
packets of cash from the currency dis- 
penser in the same sequence as the 
check reads. The check being for $178, 
plus the coin which the customer is 
now proving, the teller selects cash 
packets for $100, $70 and for $8 in that 
order from the currency dispenser. The 
customer takes the packets of cur- 
rency, each encircled with a band 
showing the amount enclosed, and 
moves on. At this point, we have 
found that very few customers wait 
at the window to prove currency, but 
move immediately away. 

It may be worth pointing out here 
that the idea of prepackaged cur- 
rency is not absolutely new with us. 
It has been used by theater and 
restaurant cashiers, particularly in 
smaller amounts, and even by banks 
in isolated instances. So far as the 
system we have developed is concerned, 
we have found that the larger the 
check presented for cashing, the greater 
the time that is saved. 

From watching the operation only 
once, and at second hand, the observer 
must have some questions still un- 
answered. How would it work in 
smaller banks where specialized per- 
sonnel could not be spared for the pre- 
packaging operation? How much of 
the teller’s time does the system actu- 
ally save? How long does it take for 
customers to learn about the change 
in methods, and what do they say 
about it? 

Citing some reactions and figures 
will answer these questions best and 
may interest more bankers than any 
other part of our story. When we 
inaugurated the system, our greatest 
concern was for customer acceptance. 
We were encouraged to note the im- 
pression made on customers coming 
into our branches on paydays by the 
faster check-cashing service—and we 
think it is no wonder customers were 
surprised since, at times, our lines had 
extended out into the street. The quick 
service at the windows and the handy 
packets of currency have brought en- 
thusiastic words from customers. It 
is not uncommon for a customer to 
stop a bank officer and tell him how 
much he likes the idea. 


See CASH HANDLING SYSTEM—Page 58 
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OCRATES KIPPER, wearing side 
whiskers and a ski cap, crept up 
to the Ferndale National’s door 

and peered silently through the glass 
panel. Finding the lobby empty, he 
let himself slowly in. 

“Is old Aaron Clutchbill in the 
works?” he whispered through the 
paying wicket where Cashier John 
Atwood was slinging the morning’s 
cash into the till. 

John nodded and poked a thumb 
at the front office. 

“Tell him to hustle around into the 
directors’ room.” 

A few moments later Mr. Kipper 
scuffed into the twilight of the board 
room. 

“Aaron,” said the visitor, sitting 
down and fixing an unwavering pair 
of pale blue eyes on Mr. Clutchbill, 
“will your skimming-station let me 
have $10,000?” 

“You buying the north half of the 
state?” 

“Maybe, but you'll have to keep 
your mouth shut because I’m letting 
myself into a gold mine and when I 
jump in a lot of squalling will burst 
out.” 

“If you’ve struck as much as two 
ounces of genuine gold here in Vermont 
the Ferndale National’s ears are open.” 

“I’m getting set to buy the entire 
mountain range above my farm, clear 
through to Turkey Holler. It’s all in 
wood lots with heavy timber, and 
getting more valuable every minute.” 

“Should think it would be decent 
security for a loan if a fire don’t get 
into it.” 

“T’ve got to chance it, and so have 


‘Aaron, | ain’t as smart as | supposed | was. 
I could hide that $10,000 over one night”’ te 


you. And what is more, I’ve got to 
have the greenbacks; checks won’t go. 
In one day I’ve got to pick up every 
lot from each farmer before one can 
learn from another what I’m paying 
and what I’m doing.” 

Mr. Clutchbill took hold of his gray 


(CLUTCHBILL’S 


Floating Debt 
Problem 


By 


FRED COPELAND 
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| was certain 


goatee and twisted it till his eyelids 
fluttered. ‘““You’ve got to have the 
$10,000, then, before you can give us 
a mortgage?” 

“Just a note with my little name 
alone on it.” Mr. Kipper leaned for- 
ward and closed his eyes as though 
dreading what he might hear. 

“These are dreadfully trying times,” 
sighed Mr. Clutchbill pawing blindly 
at his goatee. 

‘Perilous, I call them,” purred Mr. 
Kipper twisting his ski cap sideways, 
‘but I’m going to take this flier or live 
in a dog house. It’s only us live gents 
that make the world go.” 

“Yeah, and it’s only us bankers that 
hold it together. Was you aiming to 
give a mortgage as soon as you get a 
deed to this North American mountain 
chain?” 

‘“‘Landsakes, yes! a basket of mort- 
gages if it’ll ease your conscience any.” 

“Well, Socrates, I like to see young 
seventy-year-olds have a good time 

.. and I’m going to let you have it.” 

Mr. Socrates Kipper pinched in his 
thin ribs and let out a puff of surprised 
air. 

‘**Twenties will be all right, Aaron,” 
he wheezed with an effort. 

“T hate to see you lugging $10,000 
in bills up there in the woods, and you 
living all alone.” ; 

“Don’t worry ... I’m going to shed 
them before the farmers get their eyes 
open in the morning. What’s more I 

See CLUTCHBILL’S PROBLEM—Page 62 
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A Modern Miracle in Man-Hours 


Ahead of this harrow the wild land 
supports only two steers. Behind it 
the same acreage provides pasturage 
for ten steers. Actually it is not so 
simple or so sudden as that. The soil 
is also seeded to tame grasses and 
legumes, and they take a year or so 
to get their growth. 

Just the same, this five-fold gain 
in beef production . . . a typical ex- 
perience reported by a Florida cattle- 
man ... does depend on the Case 
Brushland Harrow. Because it “tills 
the untillable” it conquers land held 






captive by palmettoes, scrub growth 
and giant weeds. In other regions it 
masters land too rough to plow, too 
sticky for a plow to scour, or too rug- 
ged with small stumps and big stones. 

The huge heat-treated disks roll 
over buried rocks, hold their shape 
and sharpness to slice through stumps 
and saplings. Powered by the swift 
pull of a Case “LA” tractor, the 
Brushland Harrow enables one man 
to conquer or recapture a dozen acres 
a day. Built with the extra strength 
and ENDURANCE which are the 


earmarks of Case farm machines, it 
makes a sound investment for the 


farmer who buys it and the bank 


that finances it. 

A century of experience convinces 
Case that financing farm equipment 
.-. especially that of superior quality 

. is business that belongs to local 
banks. Case machines generally are 
bought by the kind of farmérs’' who 
make desirable bank customers.. Case 
owners and dealers are encouraged to 
place their financing business with 
you. J. I. Case Co., Racine, Wis. 
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By N. 


The Legislative Picture 


The 80th Congress is expected to 
change the trend of thinking that has 
been followed in the last 14 years, the 
years of experimental monetary phi- 
losophy. 

However, the trend of thinking that 
has prevailed for so long is not ex- 


pected to be derailed overnight in view: 


of the fact that some of those who ap- 
proved, or gave lip service to the phi- 
losophy that government participation 
in monetary and fiscal affairs should be 
accepted have not left the scene. 

Such exponents of a managed econ- 
omy as the late John Maynard Keynes 
have left their mark on the economic 
and social thinking of some of the most 
eminent men in Congress. The phi- 
losophy that government participation 
in the economy is necessary has taken 
root. It is generally granted that under 
a Republican Congress, extremists will 
not have the dais, but those who have 
listened to Keynes are expected to 
moderate their views rather than 
abandon them in their entirety. 

Of importance to the nation’s bank- 
ers is what legislation is in the cards 
affecting them. No legislation of a 
strictly restrictive nature is planned. 
Legislation designed to promote the 
free enterprise system, as it is known 
in the United States, will predominate. 

Briefly as seen from the conning 
tower: 

1. The Hayes-Crawford bill on 
branch banking will be reintroduced 
by the authors. This measure will 
make it easier for state banks to acquire 
existing institutions and continue to 
operate them as branch institutions. 
State laws are confusing on the sub- 
ject. The Federal legislation is ex- 
pected to clear up the picture. 

2. Maple T. Harl, chairman of the 
Federal Deposit Insurance Corpora- 
tion, will ask Congress for permission 
to repay the $289,000,000 of capital 
originally provided by the act of Con- 
gress. This will make the FDIC more 
independent of the government, to 
serve solely as the insuring agency of 
the nation’s commercial and savings 
banks. Incidentally, during the six 
months ended June 30, 1946, as well as 
during the fiscal year ended on that 
date, not a single insured bank required 
the financial aid of the corporation. 

3. A new bank holding company 
bill, similar to that introduced at the 
79th session of Congress, will come up 
again. The measure will provide that 
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Mapping legislative strategy for Republican control of Congress 


the Federal Reserve Board shall write 
the rules and regulations covering bank 
holding companies. 

4. The Reserve Board will ask Con- 
gress to enact legislation governing 
consumer credit. The board feels that 
Congress should settle the question 
whether a government agency should 
have jurisdiction over this phase of the 
economy. Since August 1941, the 
board has regulated consumer credit 
under the Trading with the Enemy 
Act of 1917. 

The five key men in the legislative 
fiscal and banking picture are: Senator 
Charles W. Tobey, (N. H.) Republican 
moderate liberal, chairman-designate 
of the Senate Banking and Currency 
Committee; Representative Jesse P. 
Wolcott (Mich.) Republican, chair- 
man-designate of the House Banking 
and Currency Committee; Senator 
Robert A. Taft (Ohio), chairman- 
designate of the Senate Finance Com- 
mittee; Senator Styles Bridges (N. H.), 
Republican chairman-designate of the 
Senate Appropriations Committee; 
Representative John Taber (N. Y.), 
Republican conservative, bitter enemy 
of waste, chairman-designate of the 
House Appropriations Committee. 

Early statements by Republican 
leaders calling for a 20 per cent cut in 
taxes, a substantial cut in the budget 
and balancing of expenditures and re- 


ceipts, are being pruned by conserva- 
tive influential members of the Répub- 
lican party such as Senator Taft. 

In the first flush of victory, Repre- 
sentative Harold Knutson (Minn.) 
predicted a 20 per cent cut in taxes. 
Mr. Knutson is scheduled to head the 
powerful House Ways and. Means 
Committee. Subsequently, Senators 
Bridges and Taft called for caution in 
ambitious plans to balance the budget 
and cut taxes. 

Senator Taft does not favor a too 
ambitious program of debt reduction, 
mindful of the consequences of such a 
deflationary policy. The Ohioan wants 
the budget balanced first and then to 
tackle taxes. Furthermore Senator 
Taft does not believe in balancing the 
budget at the expense of crippling the 
Army and the Navy. Budget balancers 
expect to have a field day in trying to 
prune the Army and Navy’s post-war 
budgets. 

Senator Taft has come out for rein- 
troduction of the Wagner-Ellender- 
Taft housing bill.. The measure pro- 
poses to encourage private building 
through partial financing of housing 
projects. 

Furthermore, the fiscal picture is 
complicated by the fact that the De- 
partment of Agriculture believes that 
something should be done to encourage 
food exports after the end of the United 
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Nations Relief and Rehabilitation 
Administration. Agriculture is now 
producing at an all-time high level and 
the Administration believes that if aid 
is not given to farm exports, agricul- 
tural income may decline from the 
wartime peak. 

The Reconstruction Finance Corpo- 
ration, whose life ends next June 30, 
may come in for some hard sledding. 


‘The agency may be investigated by 


one of the Congressional committees 
and there is considerable sentiment 
that the government should get out of 
business and leave the banking’field to 
the banks. 

It is generally agreed, even among 
Administration sources, that the days 
of government lending to foreign 
countries is virtually at an end. Plans 
to make outright grants in aid to 
Greece, Italy and Yugoslavia will be 
abandoned, if they have not been 
already. The Export-Import Bank of 
Washington will have to get along with 
the lending power it enjoys. 

One of the big questions which the 
Republicans will have to decide is: 
Will they approve a multi-billion dollar 
loan to Russia, if the Soviets agree to 
certain conditions which the United 
States may offer as a prerequisite to 
any financial aid? 


° « * 


World Bank Considering 
344% Medium Term Issue 


Eugene Meyer, president of the 
International Bank for Reconstruc- 
tion and Development, resigned last 
month. He accepted the post with 
the understanding that he would not 
serve indefinitely, and stated that he 
felt that a permanent appointment 
should be made. 

Since the annual meeting of gover- 
nors of the World Bank, much of 
the time has been devoted to study 
financing methods for capital funds 
and examination of loan applicants. 

It can be stated with a degree of 
certainty that applications for loans by 
France, Chile, Denmark, Poland and 
Iran. have been in the process of ex- 
amination and approval, particularly 
in the case of France which is seeking 
a $500,000,000 reconstruction loan. 

It can be said on excellent authority 
that the first medium term issue of the 
institution is expected to be floated 
sometime early in 1947. The debenture 
is expected to carry a coupon of 3% 
per cent for a medium maturity, while 
it has been agreed that a long-term 
direct obligation of the organization 
will carry a lower rate. 

On the basis of these reports it is in- 
dicated that the bank has abandoned 
earlier ambitions to float an issue of 
long-term or medium maturity for a 
rate approximating that of the long 
Treasury 24s. 


In writing to advertisers please mention The Burroughs Clearing House 


The coal strike with its attendant 
economic evils has thrown an uncertain 
factor in the entire financing situation, 
domestic as well as foreign. However, 
it should not affect substantially the 
plans of the world bank. Firstly, 
governors did not plan to enter the 
capital money market until early next 
year; secondly, the bank will have sub- 
scribed-for capital by next March in 
excess of $1,600,000,000, an amount 
large enough to fulfill the initial de- 
mands of the 40 member countries (at 
the September meeting, Italy, Tur- 
key, Syria and Lebanon were admitted 
to membership). Nevertheless, the 
strike is expected to act as a brake in 
the enthusiasm of governors in ap- 
proving loans. 

The coal strike is a sledge-hammer 
blow on the American economy. How 
long it will last no one knows at this 
writing, but it is generally agreed that 
it will temporarily cripple the American 
industrial reconversion and add to the 
pent-up domestic as well as foreign 
demand for durable goods. 

Mr. Meyer foresaw the consequences 
of foreign lending on the American 
economy in an address before the an- 
nual meeting of the Academy of 
Political Science held at the Hotel 
Astor, New York, last month. He said 
at that time: 

“During the war this country mo- 
bilized its full resources of man and 
woman power for production. Every 
possible stimulus to production was 
used. While there were interruptions 
in production, they were not on a major 
scale. This total mobilization of nat- 
ural resources, machinery, manage- 
ment and labor enabled the United 
States to lend its great strength to the 
Allied cause. It was American produc- 
tion that supplied the tools of our 
armies and of the armies of the Allies. 

“The International Bank was 
created and organized on the assump- 
tion that. America, even after the pres- 
sures of war, would maintain a high 
level of production. It was taken for 
granted that with our vast productive 
capacity the materials for world-wide 
reconstruction would be available if 
only the financial machinery for ade- 
quate loans were available. Our failure 
to produce these materials as rapidly 
as was expected has now created a 
bottleneck of serious proportions.” 

Secretary of the Treasury. John W. 
Snyder, former chairman of the gov- 
ernors of the bank and the Interna- 
tional Monetary Fund, not only de- 
plored the adverse economic conse- 
quences of work stoppages as deterrents 
to world recovery, but emphasized that 
the United States must “tbe the major 
source of (reconstruction) private capi- 
tal for several years; since virtually all 
creditor nations have been devastated 
by war.” 

Recently announced was appoint- 
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A WELCOME FOR YOUR CUSTOMERS 


Just as though you were handling them your- 


self. ..That’s the way Security-First National 
Bank takes care of your customers while they 
are in Southern California. Because of our 


friendly desire to assist your friends in every 


way... because of our extensive branch organ- 








ization... because of our established connec- 
tions...and because of our years of experience 
in Southern California ...our correspondent 
service to your customers, whether they are vis- 
iting here on business or pleasure, will make 
them feel that you personally are serving 
them. When they leave for Southern Califor- 
nia, you may always safely recommend Security- 
First National Bank. 121 offices and branches. 


Resources over 1% billion dollars. 
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ment of Charles Chipman Pineo, of 
Canada, as director of the bank’s loan 
department, thus completing the selec- 
tion of the principal officers of the 
bank’s staff. 

Mr. Pineo was born in Nova Scotia 
on December 22, 1933. He served as 
assistant general manager of the Royal 
Bank of Canada in Montreal from 1931 
to 1945. 

He began his banking career in 1902 
upon entering the service of the Union 
Bank of Halifax. When this bank was 
amalgamated with the Royal Bank of 
Canada in 1910, he was assigned to 
Puerto Rico and later to Cuba. He 
became manager of the National City 
Bank of New York at Sao Paulo, 
Brazil, in 1915, where he remained 
until he rejoined the Royal Bank of 
Canada four years later, and organized 
branch offices in Brazil, Argentina 
and Uruguay. 
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Size 2” x 3” heavy manila card with 
27” cord and tension button attached. 
Ideal for packaging small forms such 
as deposit slips, drafts, checks etc. Attach this 
ad to your letterhead and mail for FREE samples. 
Priced at $13.00 per 1000 
Ready for Prompt Delivery 


BANKERS BOX CO 


CHICAGO, ILL. 














TO HELP BANKS 
GET CONSUMER 
FINANCING 











* 


A complete advertising 


plan for bank use including 
free newspaper mats, folders, 











and radio commercials. 


Write nearest Fireman’s Fund 
Office or ask any one of our 
11,000 Home Town Agents. 


FIREMANS | Ki AY) G iO) @ i 
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Regulation W Changes 


The Board of Governors of the Fed- 
eral Reserve System took two im- 
portant steps last month to revise war- 
time credit regulations. 

1. Governors revised Regulation W, 
in effect since August 9, 1941, by con- 
fining it to installment credit and 
centering it on purchases of major 
durable goods. Principally, the Board 
abolished credit restrictions relating to 
department store charge accounts and 
single payment loans, and removed all 
restrictions on so-called soft-goods, but 
retained wartime curbs on consumer 
durable goods. 

2. The controversial margin account 
regulations were modified to permit 50 
per cent margin purchases of rights and 
securities issued by utility companies 
covered by the Public Utility Holding 
Company Act of 1935. 

The Federal Reserve Board stated 
that it is up to the 80th Congress to 
decide whether credit controls should 
be vested in any agency to supervise 
the flow of funds. 

In the Board’s annual report Chair- 
man Marriner S. Eccles suggested that 
Congress give consideration to the 
question of whether regulation of con- 
sumer credit should be continued on a 
peacetime basis, emphasizing the fact 
that consumer credit is an important 
contributor to the stability or insta- 
bility of the national economy. 

The report stated that “‘over the 
past 30 years consumer installment 
financing has come to occupy an im- 
portant and strategic place in the na- 
tional economy. Such financing is 
essential to the mass distribution and 
consequently to the mass production 
of consumers’ durable goods. From 
time to time, however, the expansion 
and subsequent contraction of con- 
sumer credit have gone so far as to 
accentuate the upswings and down- 
swings of the business cycle. There is 
no way of preventing such excessive 
expansion and contraction except gov- 
ernmental regulation of the terms on 
which consumer credit shall be made 
available, such as down payment re- 
quired on installment sales or financing 
and the length of time permissible for 
installment contracts.” 

The Federal Reserve Board will 
bring to the attention of the 80th Con- 
gress the importance of installment 
credit to the national economy, but 
will not press for legislation for con- 
tinuance of Regulation W. It is not 
believed that the 80th Congress will 
enact any legislation on this question 
as desired by the Reserve Board. 

Amendment of Regulation W pro- 
vided that the stiff credit restrictions 
on automobiles, refrigerators, cooking 
stoves, and ranges, washing machines, 
ironers, dishwashers, air conditioners, 
radios and phonographs, sewing ma- 


chines and suction cleaners, stay in 
effect. 

On the above items, buyers are still 
required to make an initial down pay- 
ment of 334 per cent, and liquidate 
the remaining indebtedness within 15 
months... Exempted from this credit 
formula are any items costing less than 
$50. 

Other important changes: 

1. Provisions for refinancing, includ- 
ing consolidations with new credits, 
were simplified, and refinancing credits 
may now have a maturity of 15 months. 

2. Floor coverings were transferred 
to the category specifying a 20 per 
cent down payment. 

3. Credit controls were lifted en- 
tirely on purchases of watches, jew- 
elry, pianos and musical instruments, 
furnaces, plumbing equipment, silver- 
ware, bicycles, aircraft, boats, lighting 
fixtures, motion picture cameras and 
projectors, electrical appliances, bed- 
ding and blankets, curtains and drapes, 
luggage, and sporting goods. 


Sf ¢ Sl 


FDIC Chairman Issues 
Real Estate Warning 


Asserting that “‘some of the most 
baffling banking problems” are to be 
found in the real estate mortgage field, 
Maple T. Harl, chairman of the Fed- 
eral Deposit Insurance Corporation, 
warned insured banks to use caution in 
making mortgage loans. 

Mr. Harl, who succeeded Leo T. 
Crowley as chairman of the corpora- 
tion, went so far as to say that because 
of the uncertainty of real estate prices, 
real estate (except bank premises 
owned) should nor be regarded as a 
satisfactory asset by insured banks. 

The chairman did not call for the 
wholesale liquidation of real estate 
holdings by insured banks, but for 
current reduction in this type of asset 
while values are at a relatively high 
level. In the Corporation’s midyear 
report issued recently, Mr. Harl 
pointed out that insured commercial 
banks had reduced their holdings of 
real estate, other than bank premises, 
to $25,000,000, as compared with a 
depression peak of more than $500,- 
000,000. 

“Insured commercial banks in most 
of the states have reduced their ‘other 
real estate’ to insignificant amounts,” 
he declared. “Even the banks in those 
states which still have substantial 
amounts of ‘other real estate’ have 
made excellent progress in recent years 
in reducing these holdings. The only 
exceptions are Missouri and Texas 
where the reductions between June 30, 
1941, and June 30, 1946, were 40 and 
48 per cent respectively, as compared 
with the national average of 92 per cent. 

“Although the amount of real estate 
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OF A RIVER AND A BANK... 


The river, the Delaware, was here when Philadelphia was new, carrying its 
tiny colonial traffic. As the city and the need grew, the river grew in service to 
accommodate it—today it bears the water traffic of a great city. 





Similarly, The Philadelphia National Bank has grown with the city and the 


nation—amplifying its services to meet new conditions, new requirements. 


The experience of a century is a steadying thing. The Philadelphia National 
looks back over good times and bad—wars, booms, depressions. Through 
all, it has worked with and for other banks in communities throughout the 
nation, discharging its functions honorably and efficiently. 


The formula of survival and growth has been a forward-looking adaptability 


based on sound banking principles—and good relations with other banks 
as a useful correspondent. 





THE PHILADELPHIA NATIONAL BANK 


Organized 1803 
PHILADELPHIA 1, PA. 














FEDERAL DEPOSIT INSURANCE CORPORATION 
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owned by insured commercial banks is 
no longer large enough to give cause 
for concern, it is desirable that the 
banks dispose of their remaining hold- 
ings while market conditions remain 
favorable. Furthermore, banks should 
exercise great care in making real 
estate loans at the present time to 
avoid the mistakes of earlier years 
which resulted in the acquisition of 
‘other real estate.’ ” 

In an address before the annual con- 
vention of the Savings Bank Associa- 
tion of the State of New York held at 
the Hotel Frontenac, Quebec, Canada, 
Mr. Har! praised the role of the savings 
banks in contributing to the national 
economy. 

He said that the nation’s savings 
banks, which traditionally have shown 
an interest in the real estate field, are 
now more than ever interested in that 
phase of their investment policy be- 
cause of the loan features of the G. I. 
Bill of Rights. 

After praising the role of the savings 
bankers in aiding the demobilized 
soldier, the chairman launched into a 
discussion of the ramifications of post- 
war. real estate operations of insured 
members. 

He pointed out that within a single 
generation the United States has ex- 
perienced World War I, the spectacular 
real estate boom of the ’20s, the bust 
of the ’30s, World War II, and, now 
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“‘what appears to be another boom — 
at least in real estate.” 

“The current situation in real estate 
mortgage lending presents a strange 
paradox, te wit, rates down -—risks 
up,” he told the New York State sav- 
ings bankers. ‘““Yes, it is characterized 
by low rates of interest, long periods of 
amortization, and thin equities oc- 
casioned by abnormally high values, 
all of which present a real hazard. 

“It is frequently desirable and neces- 
sary in mortgage lending to sacrifice 
something in the way of performance 
when there is a substantial equity, or 
to loan somewhat more liberally in 
relation to appraised value when the 
indicated performance is good. To 
combine mediocre performance with 
a thin equity is poor lending practice at 
any time, however; and in periods such 
as this it is nothing less than criminal. 
It goes without saying that the equity- 
performance characteristics of the 
mortgages already held, as well as 
those to be acquired, should be made 
to pass these tests periodically.” 

* 2 Sd 


RFC Surveys Sentiment 
on Loan Plan 


Of interest to the nation’s bankers is 
the survey being made by the Recon- 
struction Finance Corporation on its 
blanket participation plan providing 
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People really do like DeLuxe Person- 
alized Checks. Sometimes we think 
they exclaim over them far more than 
their value warrants. Once in a while 
we catch ourselves thinking, “Come, 
come, they can’t possibly be that 
good!” Then we look them over again 
with a critical eye and decide that 
perhaps they are as nice as bank cus- 
tomers say they are. 


But even though they may not deserve 
such a high rating, what is it worth 
to you as a banker and to us as a check 
manufacturer to see our customers 
smile and express satisfaction? The 
formal “thank you” we get when we 
render some service, the silent accept- 
ance of our product, the absence of 
complaints ... these are the normal 
rewards of business such as yours and 
ours. What is this extra “plus” factor 
of satisfaction worth to us? What is it 
worth to us to see that pleased expres- 
sion light up the faces of those we serve? 





WE DON’T WANT 
TO BRAG BUT... 






















Weall get more fun out of our work 
if we can please someone, so why not 
please as many of your customers as 
possible by providing them with little 
things like Personalized Checks. They 
don’t cost much money — $1.25 for 
200—and they really do a job in the 
field of public relations. They do a 
job in the sorting and filing depart- 
ments. They do a job in reducing check 
expense. They pay off in direct pro- 

ortion to the number of users in a 

anking institution. Bankers from 
coast to coast are selling them with 
enthusiasm and from all indications 
their enthusiasm is growing all the 
time. 


If you haven't started to sell them in 
your bank, write us for samples of 
advertising material. Use one of our 
enclosures in your monthly state- 
ments. Get a few of your customers 
using them.,.then watch the demand 
grow. 












Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY. ST.PAUL 





for a government guarantee up to 75 
per cent on business loans. 

Recently, the agency sent letters to 
banks who signed up for the plan in- 
quiring whether they favor continu- 
ance of the program which is scheduled 
to be terminated on January 22, 1947. 

Under the plan, banks making the 
blanket participation loans must amor- 
tize them over a ten-year period at the 
rate of 10 per cent annually. About 
4,800 banks had become parties to 
participation agreements. However, 
criticism was leveled at the RFC for 
alleged encroachment of bank en- 
terprise. 

The American Bankers Association 
took official cognizance of the impli- 
cation of government participation in 
the banking field when a former presi- 
dent, Robert M. Hanes, Winston- 
Salem, charged that reliance on gov- 
ernment guarantee in this type of loan 
transaction was tantamount to en- 
couragement of socialization of bank- 
ing. 

As a result of Mr. Hanes’ remarks, 
together with A.B.A. criticism of the 
plan, the RFC undertook to survey the 
opinions of participating institutions 
to test the sentiment so that it could 
decide on continuance of the program. 


¢ o o 


Leveling of Liquid Savings 


Concern over the huge holdings of 
liquid savings is abating as a result of 
official reports by the Board of Gov- 
ernors of the Federal Reserve System 
that holdings of such assets by indi- 
viduals and business, which expanded 
rapidly during the war period, are 
showing little further growth since the 
end of 1945. 

Liquid savings have been the infla- 
tionary bogey of many economists. 
The Reserve Board now believes that 
the upward trend which began in 1940 
is being reversed after reaching a peak 
of more than $220,000,000,000. The 
peak was reached at the close of 1945, 
and the secular trend now is leveling 
off and there is every indication that a 
decline may take place early in 1947. 

Various factors were responsible for 
this wartime phenomenon, chiefly the 
multi-billion dollar expenditures of the 
Federal government to finance the war. 

“The government borrowed from the 
banks and from businesses and indi- 
viduals in order to meet the excess of 
its wartime expenditures over tax 
receipts,’ the Reserve Board explains. 
““At the same time incomes of busi- 
nesses and individuals exceeded tax 
payments and expenditures for goods 
and services, and as a consequence 
savings were large. 

“In the absence of alternative out- 
lets the bulk of these savings was held 
in the form of bank deposits, currency, 
and U. S. government securitiés.”’ 
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@ If you seek exceptional collection 
service, you'll be doubly impressed 
with the quick, resourceful service 
which for years has been an Irving 
specialty .... 


Immediately upon receipt of a com- 





modity draft, Irving stays in close touch 
with it until payment or definite reason 
for non-payment is secured. Every 
possible measure is taken to expedite 
delivery of goods. 

For quick-acting collection service, 
send your commodity drafts to the Irving. 


AVA Oa 


ONE WALL STREET, NEW YORK 15, N._Y. 


Member Federal Deposit Insurance Corporation 
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We see eye to eye with each other 


Our Correspondent Banks tell us fre- 
quently how well we understand their 
problems and how effective we are in 
helping to solve them. 


There’s a good reason for this. Most 
of the officers of The Pennsylvania Com- 
pany began their careers in small banks 
and became officers before they joined 
us. They have intimate knowledge of 


small-bank problems. In addition, they 
are seasoned veterans in big-bank 
operation and policy. 


As a large bank, and as one of the 
nation’s oldest and largest trust com- 
panies, there are many ways in which 
we can be helpful to our Correspon- 
dents. And our policy is to be just as 
helpful as possible. 


THE 
PENNSYLVANIA 
COMPANY ron waveanens on 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM * 


FEDERAL 


LIVES AND GRANTING 
ANNUITIES « Founded 1812 


DEPOSIT INSURANCE CORPORATION 
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The PERSONALITY SPOTLIGHT 








There have been important changes 
in the top management of the Security- 
First National Bank of Los Angeles 
following the death of J. F. Sartori, 
pioneer California banker and chair- 
man of the board. 

George M. Wallace, who has been 
president, succeeds Mr. Sartori as 
chairman of the board and chairman 
of the managing committee. It has 
been announced that he will be the 
chief and senior officer of the bank. 

New president is James E. Shel- 
ton, formerly chairman of the execu- 
tive committee and vice-president. 
Chester A. Rude, vice-president, 
succeeds Mr. Shelton as chairman of 
the executive committee. 

The foregoing trio, together with 
L. W. Craig and C. T. Wienke, 
vice-presidents, will constitute the 
bank’s managing committee. 

All three of the top officers are well 
known in banking circles. Mr. Wal- 
lace has served on important commit- 
tees of the A. B. A. and the Association 
of Reserve City Bankers. He has 
been a member of the Advisory Com- 
mittee of the Federal Reserve Board, 
and is vice-president of the Los 
Angeles Clearing House Association. 
Mr. Shelton is president of the Los 
Angeles Chamber of Commerce, a past 
president of the California Bankers 
Association, and is active in the 
A. B. A. Mr. Rude is a past national 
president of the Robert Morris Associ- 
ates, and a past president of the 
California Bankers Association. 


* 
At the organization meeting next 


month, the directors of The Phila- 
delphia National Bank will elect Vice- 








CHESTER A. RUDE 


GEORGE M. WALLACE 





JAMES E. SHELTON 


Top management, Security-First National Bank of Los Angeles 


president Frederic A. Potts as presi- 
dent and chief executive officer. Evan 
Randolph, president for the past six 
years, has announced that he does not 
desire re-election since he has reached 
the age of retirement under the bank’s 
retirement plan. J. William Hardt, 
vice-president, will be advanced to 
executive vice-president and chairman 
of the board, the latter position having 
been vacant since the death some time 
ago of Joseph Wayne. 

The selection of Mr. Potts is in line 
with a current trend among banks to 
name younger men as _ presidents. 
At 42, he is one of the youngest men in 
the country to head an institution of 
the size of the Philadelphia National, 
oldest bank in Pennsylvania and 
largest in Philadelphia, with total 
resources of approximately $700,000,- 


Board chairman and president, The Philadelphia National Bank 


J. WILLIAM HARDT 





FREDERIC A. POTTS 





000. Mr. Potts joined the bank in 
1941 after investment banking experi- 
ence as a partner in the ‘New York 
Stock Exchange firm of J...W. Davis 
& Co. He is a graduate ofthe Gradu- 
ate School of Banking. 

Mr. Hardt is an outstanding figure 
in the Philadelphia financial com- 
munity, with a local banking career 
dating back to 1908. He has been a 
vice-president of the Philadelphia Na- 
tional since it was formed by a merger 
in 1928, and has been a director since 
1942. 


e 


J. K. Beretta, executive chairman 
of the National Bank of Commerce, 
San Antonio, Texas, has resigned after 
34 years with the bank and a half- 
century in Texas banking. His suc- 
cessor is John M. Bennett, a mem- 
ber of the bank’s board of directors. 


Sf 


Lewis M. Clark has been named 
first vice-president of the Federal Re- 
serve Bank of Atlanta, following the 
resignation of Malcolm Bryan to be- 
come vice-chairman of the board of 
the Trust Company of Georgia. Mr. 
Clark has been associated with the 
reserve bank since 1918, has been a 
vice-president since 1936, and for a 
time was managing director of the 
New Orleans branch of the bank. 


* 


Timothy J. Donovan, for the 
past 12 years resident attorney and 
legislative counsel with the National 
Shawmut Bank of Boston, has been 
appointed Commissioner of Banks for 
the State of Massachusetts. The office 
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had been vacant for several weeks, 
following expiration of the term of 
Earl Wallace, and his appointment as 
Deputy Governor of the Federal Home 
Loan Bank System. 

os 


As Walter W. McAllister of San 
Antonio, Texas, became president of 
the United States Savings and Loan 
League at the 54th annual convention 
held last month in Milwaukee, it was 
announced that savings and loan 
assets in 1946 had their largest yearly 
gain on record and that by year-end 
these home financing associations 
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would constitute a $10 billion system, 
an all-time high. 

Mr. McAllister is president of the 
San Antonio Building and Loan As- 
sociation. As League head he succeeds 
Henry P. Irr, president of the Balti- 
more Federal Savings & Loan Associ- 
ation. Elected to the vice-presidency 
of the League is Ralph M. Smith of 
West Somerville, Massachusetts, presi- 
dent of the Middlesex Federal Savings 
and Loan Association of that city. 

Sd 


New president of The Stamford 
(Connecticut) Trust Company is 








Looking West? 


Because of its experience, facilities and 
central location, Anglo Bank is particu- 


larly qualified to render you correspon- 
dent bank service on the Pacific Coast. 

Twenty-three offices in important Cali- 
fornia centers, and long-established con- 
nections throughout the West, are at your 


ANGLO 


CALIFORNIA NATIONAL 


BANK 





service and are especially valuable in this 


new era of expansion and development. 


ANGLO CALIFORNIA NATIONAL BANK 


Head Office: 1 Sanseme Street + San Francisce 20 


Member Federal Reserve System * Member Federal Deposit Insurance Corporation 





In writing to advertisers please mention The Burroughs Clearing House 








Harold E. Rider, who succeeds the 
late Clarence E. 
Thompson, head 
of the bank since 
1932. Mr. Rider 
has also been 
named a director 
and a member of 
the executive 
committee. He 
joined the bank 
in 1932 as a trust 
officer, and for 
some years has 
been a vice- 
president. Formerly he was an assist- 
ant vice-president of the City Bank 
and Trust Co. of Hartford. 


° 














HAROLD E. RIDER 


Successor to the late Charles Nelson 
as president of the Nashville Trust 
Company is William W. McNeilly, 
64, who has been 
with the institu- 
tion since 1928 
and has been 
executive vice- 
president for the 
past several 
years. He also 
succeeds Mr. 
Nelson as presi- 
dent of the 
Guaranty Title 
Company, Nash- 
ville. Mr. Mc- 
Neilly’s banking career began in 1900 
as a runner for the American National 
Bank in Nashville. 


¢ 





W. W. McNEILLY 


In recognition of his outstanding 
services as chairman of the Research 
Committee of the National Association 
of Bank Auditors and Comptrollers, 
Ottmar A. Waldow was presented 


‘For a job well done”’ 


H, E. POWERS Oo. A. WALDOW 
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‘There is always a Leader 


The long and widespread pref- 
erence for La Monte Safety Paper 
among America’s great banks 
and corporations clearly estab- 
lishes this product's leadership 
in the field of check protection. 





@ For Samples of LaMonte Safety Paper see your 
Lithographer or Printer—or write us direct. 


SAFETY PAPER FOR CHECKS : ; 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 


Ee 
A:Check Paper All Your Own 

Why not follow the lead of America’s out-: 
standing banks and corporations? Let us 

reproduce your trade-mark in the paper 

itself. Such InDIVIDUALIZED check paper pro- 

vides maximum protection against altera- 

tion and counterfeiting—saves banks 

sorting time — helps prevent errors. 
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an appropriately inscribed plaque as a 
feature of the recent annual conven- 
tion in Oklahoma City. The accom- 
panying view shows Hugh E. Powers, 
cashier, Lincoln Bank & Trust Co., 
Louisville, making the presentation. 
Mr. Waldow, comptroller of the Na- 
tional Bank of Detroit, has from the 
start sparked the association’s research 
program, which during the past year 
has been greatly expanded with nota- 
ble results. 

The new chairman of the Research 
Committee is J. W. Massie, comp- 
troller of the Republic National Bank 
of Dallas, and national president of the 
association in 1939-1940. A renowned 
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athlete at Texas Christian University, 
Mr. Massie became associated with 
Republic National through a series of 
bank consolidations, and served as 
auditor until 1943 when he was named 
comptroller. 


+ 


The success story of the new presi- 
dent of the National Association of 
Bank Auditors and Comptrollers, 
Arthur R. Burbett, starts out like 
that of many other bank officers. He 
began as a runner, at the Merchants 
National Bank, Baltimore. He has 
been comptroller of the First National 
Bank of Baltimore since it was formed 
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situations. 


MEMBER FEDERAL 





...in the 
Great Lakes 


Industrial Region 


If you have interests . . . present or contemplated ... . in 
the Great Lakes Industrial Region, you can benefit from 
the complete and dependable representation available to 
you at Central National Bank of Cleveland. 


More than half a century of experience with 
all types of business assures the proper 
handling of your most difficult or unusual 


Correct information regarding current pros- 
pects or trade trends can assist you in 
making important financial decisions. 


Co-operation in the extension of industrial 
loans, in providing prompt and accurate 
credit information or other financial services, 
is immediately available to the industry and 
banks identified with us. 


We will welcome an opportunity to work with you in fur- 
thering your interests in this region. Let us hear from you. 


CENTRAL NATIONAL BANK 


of Cleveland 


CLEVELAND 1, OHIO 


coerosiT 


'NBURANCE SCORPORATION 
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H. E. RANDALL 


A. R. BURBETT 


Among new N. A. B. A. C. officers 


by a consolidation in 1928. Mr. Bur- 
bett organized and was the first presi- 
dent of the Baltimore Conference of 
the association, and has served two 
terms as president of the Baltimore 
Control of the Controllers Institute of 
America. 

At the other end of the line of suc- 
cession of N. A. B. A. C. officers is 
Harold E. Randall, vice-president of 
The First National Bank of Boston. 
He is the new association treasurer, 
destined for the presidency four years 
hence. A certified public accountant, 
Mr. Randall is also a graduate of the 
A. B. A. Graduate School of Banking 
and an instructor in commercial bank- 
ing in that school. He is president of 
the N. A. B. A. C. Boston Conference, 
a member of the Research Committee, 
and chairman of the Subcommittee on 
Cost Accounting Procedure. 

An addition to the N. A. B. A. C. 
staff is Edward G. 
Lucht, assistant 
to Darrell R. Co- 
chard in the latter’s 
capacity as manag- 
ing editor of the 
National Audit- 
gram magazine. 
Mr. Lucht was pre- 
viously associated 
with Mr. Cochard 
for three years be- 
fore enlisting for army service dur- 
ing the war. 





E. G. LUCHT 


o 


The First National Bank of Mem- 
phis has announced the promotion of 
four of its officers. E. R. Crockett 
and William W. Mitchell have 











W. W. MITCHELL E. R. CROCKETT 


been advanced from assistant vice- 
presidents to vice-presidents, while 
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Contour plowing 
for better land use 
is included among 
the many approved 
farm practices por- 
trayed at ‘’Harvest- 
er Farm.” Today 
farmers are work- 
ing tokeepthat pre- 
cious layer of top- 
soil on their land. 


The champion 
Holstein, fully an- 
imated, breathes, 
and is milked by an 
International Har- 
vester milker. Con- 
struction of the five 
cows required the 
skillful craftsman- 
ship of a master 
taxidermist. 


Good farmers 
everywhere take 
pride in caring for 
their equipment... 
Here, the machine 
shed protects such 
1H products as the 
grain drill, hammer 
mill and spreader. 
In the fields are a 
Farmall tractor, 
plow, self-pro- 
pelled combine,and 
pick-up baler. 


Write Museum of 
Science and Industry, 
Chicago 37, Iil., 
for illustrated 
booklet describing 
“Harvester Farm” 


THE NEXT TIME YOU'RE 
IN CHICAGO AT MUSEUM 
OF SCIENCE AND INDUSTRY 
IN JACKSON PARK 


THAT COMPLETELY MODERN, mechanized farm you've 
always wanted to inspect at close range is now on year- 
round view in Chicago...indoors, where the summer 
sun shines every day! It’s “Harvester Farm,” constructed 
by International Harvester as a permanent exhibit of the 
Museum of Science and Industry. 


There’s inspiration for farm wives inside the charming 
Colonial farmhouse. Designed from the expressed prefer- 
ences of farm families throughout the country, this house 
has a neat, efficient kitchen with every modern conven- 
ience, including the latest type of home refrigeration. 


At the end of the walk is the big white barn that houses 
the five most productive breeds of dairy cattle. In the spic- 
and-span milk house every milk-handling operation is 
done with sanitary, labor-saving equipment. Other farm 
buildings— workshop, brooder house, forge, etc.—are 
found on “Harvester Farm” just the way farmers every- 
where would like them on their places. 


These are only the high points of this exhibit, in which 
the farm fields seem to stretch to the far horizon. Plan to 
see it—57th Street, Jackson Park—when visiting Chicago. 


INTERNATIONAL HARVESTER COMPANY 


180 North Michigan Avenue Chicago 1, Illinois 
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Wright W. Bailey and Henry H. 
Haizlip were elevated from assistant 
cashiers to assistant vice-presidents. All 
of these officers started with the First 
National as clerks. 


° 


Addition of two officers to the execu- 
tive staff and promotion of a third has 
been announced by the Industrial 
Bank of Commerce, New York City. 
Eugene C. Merkert, treasurer since 
1933, has been elected vice-president 
and treasurer. E. L. Anderson, for- 
merly chief examiner of the Federal 
Reserve Bank of New York, has been 
named vice-president. Robert F. 
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Euwer, previously with the Chase 
National Bank in this country and 
abroad, is a-new assistant vice-presi- 
dent. The latter two officers will be 
in the commercial loan division. 

ao 


Congratulations are in order for 
Board Chairman K. W. Watters, 
President Warner Edmonds and 
others associated with the First Na- 
tional Trust and Savings Bank of 
Santa Barbara, oldest national bank 
in Southern California, which last 
month celebrated its 75th anniversary 
program. Congratulatory messages 
were received from many notables, 








cg 3 Louis... 





© Fnandal Center 


Through St. Louis flows a mighty stream 
of trade and finance.. 


.converging here 


from all parts of the country, and indeed, the world. 
This city is the commercial gateway to the great and 
rapidly expanding south and southwest territory. 


Financial transactions help this flow of trade and a great 
many pass through this bank. That’s why Mercantile- 
Commerce has proven such a logical St. Louis 
correspondent for so many banks and bankers through- 


out the nation. 


—— 4 rss 


MERCANTILE “ 


Bank and 
ST. LOUIS 1 
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\ Trust Company 
MISSOURI 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





including Governor Earl Warren, and 
an open house reception was held 
November 19 to mark the occasion. 
Especially attractive was the souvenir 
packet distributed by the bank. In- 
side was a small replica of the Santa 
Barbara Mission Bell, and a booklet 
recounting the colorful history of the 
community. 
. 


In the credit article starting on page 
20 of the current issue, reference is 
made to the in- 
creasingly close 
co-operation be- 
tween bank 
credit men and 
those engaged in 
similar work in 
other business 
fields. This is 
emphasized by 
the recent elec- 
tion to the presi- 
dency of the Na- 
tional Associ- 
ation of Credit Men of E. L. Blaine, 
Jr.,. vice-president, Peoples National 
Bank of Washington, Seattle, as first 
reported in,the October issue. 

Mr. Blaine received his preliminary 
education in credits as credit. manager 
for the B: F. Goodrich Company in 
Spokane, Washington, from 1922-1924. 
Since then he has been credit manager 
for two Seattle banks, served for a 
time as executive: vice-president of the 
First NationalsBank of Renton, Wash- 
ington, ad has been vice-president of 
the Peoples National Bank since 1935. 








E. L. BLAINE 
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A veteran local banker, Carlton P. 
Cooke, has been elected president of 
the Buffalo Industrial Bank succeeding 
Victor Holden who resigned October 
15. Mr. Cooke has been vice-president 
of the Buffalo Savings Bank in charge 
of mortgages. He is a past president 
of the Buffalo Real Estate Board. 


* 


J. B. Adoue, Jr., president, The 
National Bank of Commerce of Dallas, 
Texas, is one of that city’s busiest 
bankers. Besides being a thoroughly 
practical full-time bank executive, he 
is mayor pro 
tem of Dallas. 
As such he fre- 
quently serves as 
the leading figure 
in civic activities 
and as “‘official 
greeter.” He is 
vice-president 
and a member of 
the executive 
committee of 
Community 
Chests and Councils, Inc. (the national 





J. B, ADOUE, JR. 























DONT COMPROMISE WITH 


Protect your company and your customers 
against manipulation and double payment. 
Cummins perforators make it possible to 
maintain control from the very first step 


through every operation ... 


CANCELING checks, cashier’s checks, in- 
voices, cash slips, legal instruments, mort- 


gage notes, bonds, stocks. 


VALIDATING ledger cards, purchase 


orders and vouchers. 
DATING incoming mail, orders. 


NUMBERING individual personal account 
books. with individual account numbers. 


oN 
re 


MARKING coupon books, control num- 
bers. 


RECEIPTING bills. 


Cummins perforators furnish the safest, 
surest, simplest and most inexpensive 
method of protective marking. Perfora- 
tions are rapid, distinct and permanent— 


cannot be erased, altered or obliterated. 


For Safetys Sake PERFORATE! 





ORIGINATORS OF 
t PERFORATORS 
SINCE Pioneers of check endorsers, 
1887 check signers and receipters. 








“Safeguarding your transactions.” 








CUMMINS 


300 


PORTABLE 
ELECTRIC 


PERFORATOR 


GREATEST PERFORATING POWER AVAILABLE IN A PORTABLE MACHINE 


HEAVY DUTY—Handles large volume of work, perforates up to 
20 sheets at one stroke. 











Seeves 
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SAFE—AIl operating parts are entirely enclosed. 


PORTABLE—Easy to move, weighs only 45 pounds. 


QUIET—Smooth running—no disturbing noises. 


AUTOMATIC—Inserting papers automatically operates machine. 


Mail coupon TODAY for information as to how Cummins 


perforators can be used for better controls. 


Cummins Business Machines 


Division of A.S.C. CORPORATION 
Formerly CUMMINS PERFORATOR 


4740 Ravenswood Avenue, Chicago 40, Illinois 


Please send me complete information on Cummins 300 


to be used for. 
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association), chairman of the board of 
Dallas’ Baker Hotel and two insurance 
companies, a director of a number of 
corporations, is particularly proud of 
his directorship in the Southwest 
Medical Foundation, and is affiliated 
with a number of associations. His 
bank, which was organized by his 
father in 1878, is the oldest in Dallas 
in point of its operation under one- 
family management. 


7 
Central National Bank in Chicago 


has selected three vice-presidents to 
head its newly enlarged Banker’s 





THE BURROUGHS CLEARING HOUSE—December, 1946 


Division. One is 
Alfred O. Clave, 
one-time country 
banker in Wiscon- 
sin, Minnesota and 
Iowa, and more re- 
cently with the 
Production Credit 
Corporation, who 
joined Central Na- 
tional on October 
15. The other two vice-presidents in 
charge of the Banker’s Division are 
Arthur A. Ellerd, transferred from 
other duties, and Earl H. Sollen- 
barger, who was promoted from 


A. O. CLAVE 











credit needs.’’ 





Resources Over 
$60,000,000 


She Comptoller Encourages 


Consumer Yinancing 


“,... PROVIDED” 


“Consumer financing is being engaged in 
extensively, in some instances by banks 
which have had little practical experience 
in that field, and with recently trained 
employes. Entrance into such fields is not 
to be criticised provided a proper degree of 
intelligence and sound banking standards 
are applied, for the time has arrived when 


commertcial banks must meet all legitimate 


From report to Congress, by Comptroller of the 
Currency, Preston Delano. (Italics are ours.) 


Sound consumer financing standards, 
practices, and methods, developed for 
33 years by this bank, will gladly be 
made available to our correspondents 


just entering the field. 


In writing to advertisers please mention The Burroughs Clearing House 




















* 
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the office of second vice-president. 


° 


On December 15 Darrell H. Ham- 
ric begins his new duties as vice- 
president of the Re- 
public National 
Bank of Dallas. 
Before the war he 
was with Bank of 
the Manhattan 
Company, and 
after army service 
was elected assist- 
ant vice-president 
of Bankers Trust 
Company, New 
York City, in 1945. For a time he 
taught economics in the College of the 
City of New York. 


e 


'D. H. HAMRIC 


Helen R. Feil, assistant secretary, 
The Dime Savings Bank of Brooklyn, 
is the new editor of “The Woman 
Banker.” She states that this publica- 
tion now has a mailing list that in- 
cludes copies for over six hundred 
women bank executives, and several 
hundred schools, colleges and libraries. 


o 


The spotlight of public attention has 
been focused full blast on Charlie 
Cobb, president of the People’s Na- 
tional Bank of Rock Hill, South Caro- 


roost 






he teenrmn. Ny te bale > 


peak 
The Gav Banker of Rock Hill } -: 


By MAROLD H. MARTIN and HARPER CALLY 











“Post” publicizes colorful banker 


lina, as the result of an article on that 
genial gentleman in the November 21 
issue of The Saturday Evening Post. 
Written by two Southern newspaper- 
men, the sketch of Banker Cobb hails 
him as a complete departure from the 
“popular concept of the austere man 
of finance,” and as being “‘possessed 
of a tremendous zest for life and an 
infinite capacity for liking the human 
race.” 
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% Just yesterday, it seems, good bankers 
were complaining: “If we could only'‘get rid 
of that oily film on the vault door and safe 
deposit box surface.” . . . Today, thanks to 
H-H-M engineers, STAINLESS STEEL — 
for the vault entrance, safe deposit box 
surfaces, exposed sidewalls and ceilings! 
The oil film is gone forever. A wiping cloth 
restores the charm of stainless steel! 


== 


% Just yesterday, it seems, good architects 
were saying: “This vault door weighs 
umpsteen tons — yet we hang it like a resi- 
dence door!” . . . Today, thanks to H-H-M 
engineers, the interlocking channel frame 
vestibule, securely locked to the masonry 
wall, affords the world’s most impregnable 
vault entrance! 


% Improved plant facilities, together with 
somewhat freer flow of materials, are com- 
bining to help us assure reasonably early 
delivery. Orders are filled in the sequence 
of their acceptance. Why not write — today? 


General Offices 
HAMILTON, OHIO 

” 7 ss BRANCH OFFICES 
in New York, Chicago, Boston, Washington, 


Monufecturers of Bank Vault Equipment - Bank Counters - Tellers’ Buses ond St. Louis, Atlanta, Houston, Philadelphia, 
Lockers - Safe Deposit Boxes - Night Depositories - Bank and Office Safes San Francisco, Los Angeles, Detroit, Pittsburgh 


BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT OTHER AGENCIES ALL OVER THE WORLD 

















Home values are 


-.. 


how about your 
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fire insurance? 


You couldn’t build much of a 
house today with your insurance 
money... unless that insurance 
has kept pace with skyrocketing 
home values! 

Better sit down and figure today’s 
higher value of your home and 





Over the hill 
to trouble 


Passing on a hill is just one of 
the reckless habits that are driv- 
ing the accident rate up. Take 
it easy! And keep yourself free 
from loss with all forms of 








furnishings.* Check that against 





your insurance coverage. If you “a Pi WB Pr 
y Le ft j 22> 
find a dangerous gap—and you ae | _ 
probably will!—call your Hartford 1) See <> 2. 
representative. He'll help you {) 

UL 


bring your insurance program in 
line with today’s conditions. 


* Inventory booklet available on request, 


or better still, let us do it! 


You can’t stand guard over your 
valuable furs 24 hours a day. But we 
can! Hartford Fur Coat Insurance 
covers loss by theft, fire, accidental 
damage. Costs as little as $12.50 for 
three years! 


en 


Total Premium Tek 
Se ae | 





Home Front vs. War Front 


During the war, 35 times as many 
Americans were killed or injured b e 

home-front accidents as Nuffered Save 16%% on insurance costs 
death or wounds in battle. A grim 
reminder that everyone needs Hartford 
Fashioned Accident Insurance— 
tailor-made to fit individual protec- 
tion requirements. 


Any opportunity to get Hartford In- 
surance at a discount is too good to 
pass up. That’s what happens on most 
policies when you put them on a 3- 
year basis—you save Y%th' of the cost! 
Ask your Hartford agent or broker. 





Hartford Automobile Insurance. 











Hartford Insurance 


Hartford Fire Insurance Company - Hartford Accident and Indemnity Company 
Hartford Live Stock Insurance Company 





Writing practically all forms of insurance except personal life insurance « « Hartford 15, Conn. 
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THE BOOKLET COUNTER 








New Booklets 


Investor’s Tax Manual for 1946 
. - » Help for the harried taxpayer, 
consisting of an explanation of current 
income tax provisions with particular 
reference to those pertaining to securi- 
ties. The brochure explains tax prob- 
lems incident to investing, holding and 
disposing of the securities. There are 
brief summaries of Federal estate and 
gift taxes and the rates of each, plus 
a list of suggested “‘switches’”’ to estab- 
lish tax losses, and a chart for deter- 
mining the application of capital gains 
and losses. 


Cost Factor in Modernization 
. . - An illustrated case example of a 
streamlined bank remodeling in which 
the cost of architectural design and 
construction, completely revamped in- 
terior arrangement, new fixtures, em- 
ployee and customer facilities, etc., 
did not exceed the cost of the fixtures 
alone in the original quarters. “Before 





A case example is cited 


and after’’ floor plans demonstrate how 
convenience and operating efficiency 
can be enhanced through skilled design. 


Retainment Periods for Bank 
Records . . . A suggested schedule 
for the retaining, storing and disposing 
of bank records, based on authoritative 
studies and reports of over 100 bank- 
ing institutions. Consideration is given 
to such factors as statutory regulations, 
rulings of governmental agencies, bank- 
ing custom, and the possibility of 
unusual situations. 


Cotton Futures... A visit to The 
New York Cotton Exchange, for an 
informative glimpse of the trading 
floor and the operation of the cotton 
futures system of trading, as seen 
against a descriptive background of 
the history of cotton and of the 
exchange. There is an explanation of 


These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Bu s Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





the principles of hedging, and the 
quotation of commission rates under 
different purchasing conditions. The 
many banks engaged in cotton financ- 
ing will find the brochure of particular 
interest. 


Low Cost Auto Financing ... 
This promotional folder, printed by a 
bank which has had outstanding 
success in the consumer credit field, is 
unusually informative as to rates, 
refunds, insurance, etc. It embodies 
ideas likely to be of interest to any 
financing institution making auto- 
mobile loans. The question-and-an- 
swer technique is used to explain low- 
cost financing of both new and used 
autos, giving specimen figures. Sup- 
plementing the queries and answers, 
the folder utilizes its back pages for 
(1) listing the specific advantages of 
financing directly through the bank 
and (2) giving the three steps which 
customers should take to obtain these 
advantages. Worth noting, too, is the 
folder’s two-color layout design. 


The Package Mortgage ... A 
helpful guide to literature on this 
coming trend, in the form of a bibli- 
ography of articles compiled by the 
FHA library. The article listings are 
supplemented with brief synopses to 
facilitate selection. 


United States at the Crossroads 
. . - An analysis of present and future 
economic conditions by Dr. Marcus I. 
Nadler, a favorite authority. The 
labor situation, unemployment potenti- 
alities, the possibility of a building 
boom and a general buyers’ market, 
and the status of this country’s 
natural resources are among the fac- 
tors considered. 


Investment Policy... This book- 
let deals with the practical and press- 
ing problems that confront the man- 
agers of investment portfolios amidst 


today’s economic, political and psycho- 
logical factors. The author, a well- 
known economist and investment con- 
sultant, examines government policy, 
price structures, labor’s attitude and a 
host of other considerations before 
summarizing the outlook for interest 
rates and, therefore, prudent invest- 
ment policy for the immediate future. 


Financing Small Business. . . 
Well worth the attention of bankers 
and other financial executives is this 
32-page factual and objective discus- 
sion of the problems involved in the 
financing of small business enter- 
prises. Among the many topics 
brought into focus by the study are: 
The true economic importance of 
small businesses, the types of assist- 
ance needed by them, their working 
relationships with the Department of 
Commerce and the A. B. A. Small 
Business Commission, and the utiliza- 
tion of G. I. loans. The brochure is 





Fourteen conclusions are presented 


illustrated by graphs, and there is a 
summary of fourteen conclusions re- 
garding the present status of small 
business financing and suggested means 
for its improvement. 


Mistakes in Mail Handling .. . 
Because of their heavy mail volume, 
banks have an important dollars and 
cents stake in the efficiency of their 
mailing methods. This booklet cites 
six common mistakes and how they 
can be corrected. 


It’s Your Money... Light on a 
subject upon which there is an abun- 
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LANNING a factory, office building, ware- 
Bez house, hotel, theatre, hospital, clubhouse, a 
se 9 large residence, or some other project? If you 
are, then you are doubtless aware of the difficul- 

ties caused by scarcities, priorities and strikes. 

But are you mindful of the other risks of non-completion or loss, 
such as a contractor’s possible default, or failure to pay for labor 
and materials? 

There’s an inexpensive safeguard against these threats of loss and 
that’s our new, simplified CONTRACT PERFORMANCE and PAYMENT 
BonbDs. 

Under the new and broader CONTRACT PERFORMANCE Bonn, if 
your contractor defaults others will be brought in to complete the 
job and, if necessary, funds will be made available for this purpose. 
Under the new PAYMENT Bonp your building will be completed 
free of liens . . . subcontractors and material suppliers are assured of 
payment. 

Both of these modern instruments of protection, designed espe- 
cially for private owners, are available through any agent of our 
companies or your insurance broker, and at surprisingly low cost. 
The time to arrange for them is before the contract is awarded. 

More than 60 years’ experience in writing Contract Bonds. We 
are headquarters also for Public Liability, Workmen’s Compensa- 
tion and Contractors’ Equipment Floater policies. 
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_ SURETY FIRE INSURANCE COMPANY 
New York 5, N. Y. ‘ 








dance of misunderstandings. The 
purpose of this pamphlet is to spread 
a better conception of our money and 
monetary structure, to make it easier 
to understand the legislative and 
economic issues involved. 


Paper Comparison Kit .. . For 
those who select letterheads and other 
paper supplies, this kit furnishes a 
means for comparing and choosing 
writing surfaces for different uses. 
Samples of the different grades of 
paper are combined with explanations 
to facilitate an understanding of each 
grade’s composition. 


Still Timely 


Information Manuals for Em- 
ployees . . . An analysis of 119 com- 
panies’ employee manuals by the 
Policyholders Service Bureau of the 
Metropolitan Life Insurance Company, 
to assist in revising or preparing 
manuals for employees of financial 
institutions and others. 


And the Truth Shall Make 
You Free... A series of outstanding 
advertisements dedicated to the task 
of presenting fundamental economic 
truths in everyday language. Original 
texts may be used in full without 
credit. 


Better Living for New Home 
Builders . . . Nine messages on the 
advantages of the packaged mortgage 
financing plan, including an explana- 
tion of why the plan is attractive to 
the lender in providing sounder in- 
vestments. 


The Naperville Plan . .. The 
financial arrangements and other de- 
tailed descriptions of a proven plan for 
providing veterans with homes through 
co-operative action by themselves and 
community leaders. 

Sen —* 

[_ May We, Quote You?! . « » Some 
specific ways in which favorable press 
relations can be fostered, for guidance 
of financial officers desiring to make 
news interviews more profitable. 


Soil Conservation ... An out- 
standing compilation of information 
and pictures to give a practical under- 
standing of soil conservation problems 
under different conditions and in 
many parts of the country. 


Rental Housing for Veterans 
- » « Cites the general recognition of 
needed rental housing for veterans 
under today’s high-cost conditions, 
explains the procedure for developing 
rental projects, and points out the 
new governmental rulings in relation 
to each. 
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By JAMES MONTAGNES 


Increasing Branch Efficiency 


With the intention of improving 
working conditions through the more 
efficient handling of banking routine 
at branches, the Bank of Montreal is 
now using routine organization offi- 
cers to visit branch banks throughout 
Canada. This new method of helping 
branches with inexperienced wartime 
recruited staffs is meeting a long-felt 
need. 

During war years the volume of 
work at Canadian bank branches was 
greatly increased, and it has not 
diminished since the end of the war. 
Routine operations have increased by 
as much as 50 per cent. To aggravate 
the situation, new and inexperienced 
young women were added to the staffs, 
while the few senior men who were 
left had little time to show them more 
than the bare essentials. Considerable 
duplication of work developed, and 
bottlenecks increased as larger staffs 
had to do an increased amount of work 
with the pre-war equipment. There 
were no men available to give the new 
staff members training in time-saving 
methods of doing routine work. The 
result was that many staffs had to 
work till early evening hours many 
nights a week. 

With the staff problem still plaguing 
Canadian banks, the Bank of Montreal 
decided that one way to relieve the 
situation would be to improve working 
conditions through training staffs in 
more efficient methods. It was be- 
lieved that this would help to mini- 
mize the biggest stumbling block to 
engaging new help, the hours which 
staffs must put in each day after the 
bank has closed for public business. 

The Bank of Montreal now has a 
number of routine organization offi- 
cers who visit branches, stay as long 
as necessary, usually less than a week, 
and endeavor to show how routine 
operations can be performed more 
efficiently so that staffs can leave their 
offices as early as possible. These men 
were picked from branches through- 
out Canada, given an intensive course 
in routine operations at the bank’s 
head office at Montreal, then given a 
government-sponsored course in job 
instruction training to enable them to 
teach senior men at each branch how 
to train junior bankers. 

All branches of the Bank of Montreal 
were notified of the establishment of 
these traveling training officers. Each 
branch is notified individually when 





H. C. BOECKNER, routine organization officer, shows branch staff members 
proper method of preparing bond safekeeping record sheet 


Bank of Montreal acts to improve routine branch operations 


the routine organization officer will 
visit the bank, and if the time is not 
convenient because some senior mem- 
bers of the branch staff are away, then 
a later date is chosen. When the 
officer comes to the branch, he watches 
operations for a few days. He makes 
suggestions to the manager or account- 
ant as to how certain routine operations 
can be speeded up, how others can be 
eliminated, and how the entire staff 
can be redistributed for more efficient 
operation. Often it is found that two 
people are doing the same job, without 
being aware of duplication. 

When the officer is ready to leave 
to go to another branch he writes a 
report, one copy of which is left with 
the branch manager, one goes to the 
regional staff supervisor, and another 
is sent to the head office. This report 
contains suggestions as to how prob- 
lems at the branch can be solved, how 
operations can be more efficiently han- 
dled to reduce the time spent in the 
branch by the staff, and what equip- 
ment or what staff adjustment is 
needed to put these suggestions into 
operation. Perhaps the report con- 
tains ideas of better operations already 
in use at the branch, ideas which 


can be passed on to other branches. 

The routine organization officers 
are not efficiency experts in the old 
meaning of this term, They have no 
authority to insist that certain im- 
provement must be made, and can 
only suggest to the branch bank’s 
officers how operations could be im- 
proved for the staff’s benefit. The 
system is meeting with success, an 
additional benefit being that the visits 
make for a closer tie between the 
branch and head office. Follow-up 
visits are planned within eighteen 
months to two years. 


¢ Sd ¢ 


Canadian Bankers Report 


Nearly 6,000 of the 8,600 Canadian 
bank employees who went into the 
armed services during the war, are 
now back in the banks, B. C. Gardner, 
president of the Canadian Bankers’ 
Association, and general manager of 
the Bank of Montreal, stated at the 
annual meeting of the C. B. A. at 
Montreal on November 14. 

Reviewing business conditions in 
Canada during the past year, Mr. 
Gardner pointed out that “business 
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volume.in the aggregate has continued 
to contract from the high levels of war 
activity reached early in 1944 to 
something like the levels of late 1941 
and early 1942, and has thus been 
about 85 per cent greater than during 
the five years before the war.” He 
stated that “some of the wartime 
controls must continue until emer- 
gencies are over, but many such con- 
trols tend to become fixed and bureau- 
cratic and in a democratic country 
they should be under constant exami- 
nation, and the aim should be to 
eliminate them the moment their 
necessity can no longer be proved.” 
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Assets of Canada’s ten chartered 
banks at August 31, 1946, totaled 
$7,342,000,000, as compared to $6,580,- 
000,000 the previous year and $3,548,- 
000,000 at August 31, 1939. Deposits 
in the ten chartered banks were 
$5,935,000,000 at August 31, 1946, as 
compared with $2,565,000,000 at Au- 
gust 31, 1939. Savings deposits in 
the same period increased from $1,702,- 
000,000 to $3,466,000,000., 

Current loans in Canada increased 
during the year, Mr. Gardner re- 
ported. Current loans have not main- 
tained anything like their pre-war 
relationship to total assets. Current 
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loans at August 31, 1946, were $1,209,- 
000,000, as compared with $826,000,- 
000 at August 31, 1939, an increase of 
46 per cent. There was an increase of 
$222,000,000 over August 31, 1945. 
However, while current loans exclusive 
of loans to provincial and municipal 
governments totaled 31 per cent of all 
chartered bank deposits before the 
war, this year they totaled but 20 per 
cent. Total bank investments before 
the war were 49 per cent of all deposits; 
this year they amounted to 64 per 
cent of all deposits. Nevertheless, 
the chartered banking system holds 
only about 20 per cent of all Dominion 
and Provincial securities outstanding, 
mostly in short-term securities. Early 
in 1946 the banks made an arrange- 
ment with the Dominion Government 
that Dominion Government obliga- 
tions will not average more than 90 
per cent of Canadian savings deposits 
of individuals. As part of the agree- 
ment, bank earnings on these bonds 
are not to exceed the operating costs 
on Canadian savings deposits by more 
than a moderate profit. 

Regarding bank staff problems, Mr. 
Gardner pointed out the vast increase 
in bank services since 1939. He stated 
that staff problems are being met to 
some extent by the return of nearly 
6,000 former staff members from the 
armed services, and that these men are 
fitting into the banking field with new 
positions of greater responsibility, with 
many who are taking advantage of 
government university training courses, 
while many took courses in banking 
while in the services. 
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Names in the News 


Frank H. Brown has been appointed 
Deputy Minister of National Revenue 
for Canada, and Commissioner of In- 
come Tax. Loaned 
during the war to 
the government as 
associate director of 
munitions produc- 
tion, Mr. Brown 
has resigned as 
superintendent of 
the credits depart- 
ment of the Cana- 
dian Bank of Com- 
merce, Toronto. 
Starting with the Canadian Bank of 
Commerce as a junior at the age of 17, 
he served at various branches till he 
was moved to the head office at To- 
ronto. When his work on the muni- 
tions production board ended, he be- 
came financial adviser to the Depart- 
ment of Reconstruction at Ottawa. 

Ralph B. McKibbin has been ap- 
pointed deputy chief of the security 
department of the Bank of Canada, 
Ottawa, succeeding Gerard Gingras, 
who has joined a Montreal financial 
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firm. Mr. McKibbin has been with 
the Bank of Canada since 1935. 

A. F. Mayne and C, B. Neapole 
have been appointed to the rank of 
general inspector of the Royal Bank 
of Canada. Mayne has had wide 
experience throughout Canada and in 
South America. In 1943 he became 
inspector of foreign credits department 
at the head office at Montreal. In 





A. F. MAYNE 


Cc. B. NEAPOLE 


1945 he became supervisor of the 
bank’s foreign branches. Neapole 
joined the Royal Bank at Pembroke, 
Ontario, served in various branches in 
Ontario and Quebec, and in the inspec- 
tion and credit departments at head 
office. He was made first assistant 
manager of the Montreal branch in 
1940. 

William Kerr has been appointed 
western superintendent of the Bank 


of Toronto. He joined the bank in 
1922, and has seen 


service at Winnipeg 
and Edmonton. He 
became inspector 
for the western 
region in 1929, and 
manager of the 
main Edmonton 
branch in 1937. 
He will headquar- 
ter at Winnipeg. 
He is succeeded at 
Edmonton by I. J. Hutton, who joined 
the bank in 1912 and has seen service 
at various branches in Canada. 


° o + 


WILLIAM KERR 


Province Loses Appeal on 
Unclaimed Deposits 


In a ruling by the Privy Council at 
London, England, highest court in the 
British Commonwealth, the province 
of Quebec’s legislation claiming for the 
provincial treasury any bank deposits 
unclaimed for more than 30 years, was 
declared ultra vires. Quebec enacted 
this legislation in 1939. The Canadian 
Government in 1944 amended the 
Canada Bank Act to enable the char- 
tered banks to turn over all unclaimed 
deposits of more than 10 years stand- 
ing to the Bank of Canada, which 
must pay them out to the rightful 
claimants no matter how long de- 
layed. At end of 1945, unclaimed 
balances held by the Bank of Canada 
amounted to $2,019,000, and by the 
chartered banks $2,139,000. 
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COURT DECESIONS 








By CHARLES R. ROSENBERG, sr. 


‘*Reasonable Attorney’s Fee’’ 
in Note 


Banks holding notes containing pro- 
visions for attorney’s fees or “‘reason- 
able” attorney’s fees may find a recent 
California decision of interest. 

In the California case the note sued 
on provided for “reasonable attorney’s 
fees to be fixed by the court.” An 
award of attorney’s fees made by the 
court was challenged by the maker of 
the note on the ground that no evidence 
had been offered to prove the value of 
the attorney’s services. 

The California Court of Appeals 
sustained the trial court’s award of 
attorney’s fees and said: 

“The applicable rule of law in this 
state provides that where a promissory 
note provides for the payment of a 
reasonable attorney’s fee, it is the 
province of the court to fix that amount 
in its discretion and without the in- 
troduction of direct evidence upon the 


matter, and only for the abuse of dis- 
cretion will the court’s action in award- 
ing the fee be reversed.” 

The court pointed out that certain 
decisions in other states are not in 
harmony with this: California rule. 
Some courts require evidence showing 
that the amount claimed for attorney’s 
fees is proper. ‘“‘Reasonable fee” is 
obviously a rather elastic term. To 
avoid the objection of “‘indefiniteness” 
in the amount of the attorney’s fee, 
some banks provide in their note forms 
that the attorney’s fee shall be a 
named per cent of the amount due on 
the note. (Mann vs. Mann, 172 Pacific 
Reporter, Second Series, 369.) 


° ° ° 


Secret Trust Funds 


May a bank become legally involved 
merely because a deposit account con- 
tains trust funds, although there is 


nothing in the record or operation of 
the account to warn the bank of that 
fact? The New York Supreme Court 
thinks that it may. 

Two brothers brought a proceeding 
in equity against a third brother and 
his depository bank in New York. 
They alleged that the third brother by 
fraud and undue influence induced 
their senile, invalid and incompetent 
father to turn over to him several 
parcels of real estate and an account 
in the defendant bank, upon an oral 
trust agreement to devote the pro- 
ceeds, first, to the father for life, then 
to the mother for life, and at her death 
to distribute the principal equally 
among the three brothers. 

The father had died at the time the 
action was brought, and it was alleged 
that the defendant brother had repudi- 
ated the trust and misappropriated the 
trust funds. It was further averred 
that the defendant brother had caused 





Your clients 





world. 





who travel can carry large sums SAFELY, 


with a 


NATIONAL CITY BANK 
TRAVELERS LETTER OF CREDIT 


It's a personal, Traveling Bank Account. It may be 
cashed in any National City Bank Branch and at 
thousands of correspondent banks throughout the 


An accompanying Letter of Identification, bear- 
ing the client's authenticated signature makes it 
easy for your client to be identified at these 
thousands of banking offices — regardless of any 
language difficulties. He signs a draft for the 
amount he desires. This amount is recorded on the 
Letter of Credit. Thus, your client always knows the 
total amount drawn and the balance still available. 
It’s convenient, efficient and safe! 

Your bank makes a commission on each Letter of 
Credit. At the same time you render an outstanding 
service to your clients. 


The NATIONAL CITY BANK of New York 


Giest in orld Wide Banking 


HEAD OFFICE 55 WALL STREET, NEW YORK 15, N.Y. 
66 BRANCHES IN GREATER NEW YORK 


Member Federal Deposit Insurance Corporation 





3 
¥ 
M 
q 








52 


the funds in his father’s account to be 
transferred to his, the brother’s, ac- 
count in the same bank, had later 
deposited in the account money derived 
from sales of trust property and used 
the funds for his own purposes. 

The bank, it was claimed, had been 
notified that the account contained 
trust funds, but “in disregard of said 
notice permitted the dissipation of 
such funds.” The complaint also 
recited that the bank still has “‘in such 
account and in its possession and con- 
trol, moneys belonging to and subject 
to the terms of the trust agreement 
and estate, as aforesaid.” 

The proceeding was for “‘an account- 
ing of trust funds, to follow trust 
funds, to impress a trust, and for 
general equitable relief.” 

The bank moved for judgment in 
the bank’s favor on the ground that 
the complaint showed no cause of 
action against it. In effect, the bank 
wanted “out” of the litigation. This 
would have limited the case to a con- 
test between the contending brothers 
over the funds in the account. 

The court, however, refused to 
relieve the bank of the- obligation. of 
continuing in the litigation. 

“The bank’s argument,” the court 
said, “‘overlooks that phase of the 
relief, prayed for which seeks to follow 
trust funds and impress a trust. The 
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bank, occupying the legal position of 
debtor to its depositor, is a proper 
party to this equitable suit. It should 
properly be a party to any decree im- 
pressing a trust on funds owing by it 
to the defendant depositor. 

“The provisions of our banking 
statute may possibly exculpate the 
bank as to funds previously withdrawn 
by the depositor, but it still does not 
alter the fact that, by this complaint, 
a trust is sought to be impressed upon 
funds admittedly remaining in the 
bank’s possession. 

“The bank further argues that be- 
cause plaintiffs have made no refer- 
ence to the status of their mother, the 
alleged life tenant, to show that their 
interest as remaindermen in the alleged 
oral trust has matured, they have no 
right of action. But a remainderman, 
having a vested or even contingent 
interest, does not have to sit by in 
idleness or be left helpless when con- 
fronted with the dissipation of trust 
property.” (Klein vs. Klein, 64 New 
York Supplement, Second Series, 96.) 

This case serves as a reminder of a 
difficult situation that may suddenly 
confront any bank. Suppose a bank 
is formally notified. by third parties 
that the funds in a certain depositor’s 
account belong to them and warned 
not to permit the depositor to make 
any further withdrawals. Is the bank 
safe in refusing to honor the deposi- 
tor’s checks after receiving such notice? 
Or, if it pays his checks, will it be held 
liable if the parties who gave the 
notice and warning eventually estab- 
lish their ownership of the money in 
the account? 

Wh le the law on this subject differs 
in the various statés, it is not likely 
that a bank in any state would be 
justified in refusing a depositor access 
to his funds indefinitely merely be- 
cause a third party had made an in- 
formal claim to them. 


Sl 2 


Negotiable Time Deposit 
Certificate 


A Texas bank issued to a depositor 
a time deposit certificate which by its 
terms was to mature in six months. 
The certificate Was negotiable in form 
and was payable to the order of the 
depositor or his daughter who was 
named therein. 

Shortly befére the maturity date of 
the certificate the depositor died. The 
proceeds were claimed by the daughter 
named in the certificate as alternate 
payee. The depositor’s heirs at law 
also filed claims with the bank assert- 
ing that the money represented by the 
certificate formed part of the deposi- 
tor’s estate. The depositor had died 
intestate. The bank thereupon brought 
an interpleader proceeding asking the 
court to decide to whom the proceeds 


of the certificate should be paid. 

The daughter named as alternate 
payee contended that she was entitled 
by the express terms of the certificate 
to receive payment thereof as the only 
surviving payee. In addition, she 
asserted that when her father had 
made the deposit represented by the 
certificate he had entered into an oral 
agreement with the bank to the effect 
that he was making this time deposit 
on the positive understanding that if 
he should die before the certificate was 
paid to him, the money was to be 
paid to her. 

At the trial of the case the bank’s 
vice-president testified that the deposi- 
tor had told him to make the certificate 
payable to the depositor or his daugh- 
ter, because if anything happened to 
him, the depositor, he wanted his 
daughter to have the money. It was 
also shown that at the time of the 
purchase of the certificate it was 
delivered to him, that after the pur- 
chase he kept the certificate in his 
exclusive possession and under his sole 
control until he died. There was never 
any kind of delivery of the certificate 
to his daughter during his lifetime. 

Ruling against the daughter and 
directing that the proceeds of the 
certificate be paid to the administrator 
of the deceased depositor’s estate, the 
Texas Court of Civil Appeals declared: 

“The claimant daughter urges that 
the certificate by its express terms 
invested her with a present vested 
though defeasible right to the pay- 
ment of the time deposit, similar to the 
right of a beneficiary of a life insurance 
policy or a third party beneficiary of a 
United States Savings Bond. 

“The obligation of the government 
under the terms of a savings bond made 
payable to a third party beneficiary 
differs from the obligation of a bank 
which issues a negotiable certificate of 
deposit. The obligation assumed by 
the bank which issues a negotiable 
certificate of deposit is to pay the fund 
represented by the instrument to the 
lawful holder of the certificate, who- 
ever he may happen to be, and not 
necessarily to repay the amount de- 
posited to the depositor. 

“The certificate involved in this 
case is a negotiable certificate of 
deposit. It contains the standard 
language of a negotiable certificate and 
is free of ambiguity. It was issued by 
the bank to the depositor upon the 
consideration named therein being 
paid out of money belonging to him. 
It contains no expression making it 
payable to his daughter at his death 
to change the clearly expressed obliga- 
tion of the bank to pay the same to the 
legal holder in due course. 

“Since the depositor died intestate 
and was the legal holder in due course 
of the certificate at the time of his 
death, it passed as a part of his estate 
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to his heirs, subject to administration, 
under the laws of descent and dis- 
tribution.” 

Referring to the testimony of the 
bank’s vice-president to the effect 
that the depositor told him he wanted 
the daughter to have the money in 
the event of the depositor’s death, the 
court said: 

“That testimony was not admissi- 
ble, but if it were admissible, it was 
too uncertain to authorize the certifi- 
cate being reformed to make it payable 
to the daughter on her father’s death. 
Since the testimony was clearly in- 
admissible, we need not consider its 
sufficiency. The testimony upon its 
face proclaims itself to be hearsay.” 
(Reese vs. First National Bank, 196 
Southwestern Reporter, Second Series, 
48.) 


° ° > 


Hazards in Installment Notes 


Banks are again reminded by a 
recent California decision of the great 
care necessary in discounting install- 
ment notes, particularly installment 
notes in series. 

“The general rule,” declares the 
Supreme Court of California, “has 
been stated repeatedly both under the 
negotiable instruments law and the 
common law that the transferee of an 
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installment note is not a holder in due 
course as to any part of the note when 
the transfer has been made after the 
maturity of one or more but less than 
all of the installments. 

‘And the same rule has been applied 
where the instruments transferred are 
a part of a series of notes given by the 
maker in the same transaction and the 
taker knows that the notes are a part 
of a series. 

“The essence of the various rules 
involved in the negotiable instruments 
law is the appearance on the face of 
things. Extraneous and collateral 
matters are ignored. Therefore, we 
must look to the face of the instrument 
and when we find that the date has 
passed which is fixed by the instru- 
ment for its payment, no further in- 
quiry need be made. It is past ma- 
turity paper and a transferee cannot 
be a holder in due course. 

“‘We are concerned here only with 
the ‘overdue’ factor. It must mean 
overdue on its face, that is, the date 
fixed for the payment of an install- 
ment has passed.” (Bliss vs. California 
Co-op Producers, 172 Pacific Reporter, 
Second Series, 62.) 


° ° * 


‘*‘Informality’’ in Handling 
Deposit Account 


From the Supreme Court of Indiana 
comes a most interesting decision re- 
versing an earlier ruling on the manner 
in which a bank’s president added a 
new party to a depositor’s account. 
The final disposition of the case serves 
to emphasize the dangers lurking in 
what the court describes as “infor- 
mality in the handling of bank ac- 
counts.” 

For a number of years William H. 
Scott had maintained a_ checking 
account in his own name with an 
Indiana state bank. Some time before 
his death Mr. Scott took his passbook 
to the president of the bank and stated 
that he wanted the account to be in 
the names of “William H. Scott or 
Sarah J. Scott.” Sarah J. Scott was 
his wife. 

Thereupon the bank’s president 
added to the name of William H. 
Scott in the passbook the words, “or 
Sarah J. Scott.” This change, how- 
ever, was never entered in the books 
or records of the bank so that when 
Mr. Scott died, the account stood in 
his name alone on the bank’s books. 
Mrs. Scott never made a deposit in 
the account or drew a check against it. 
In fact, there was no evidence to show 
that she ever knew, during her hus- 
band’s lifetime, that her name had 
been added to the passbook. 

After Mr. Scott’s death litigation 
arose to determine the ownership of 
the bank account. The circuit court 
decided that Mrs. Scott had validly 


been made a party in interest in the 
checking account by the addition 
of her name to the passbook at her 
husband’s request and accordingly 
awarded the balance in the account in 
equal shares to her and her deceased 
husband’s estate. 

This decision was appealed to the 
Supreme Court of Indiana, which re- 
versed and said: 

“The money in the account be- 
longed to Mr. Scott unless his state- 
ment to the bank’s president that he 
wanted the account to be in the names 
of both himself and his wife and the 
fact that the president added the 
wife’s name upon the passbook con- 
stituted a valid gift of a half interest 
in the account to Mrs. Scott prior to 
Mr. Scott’s death. 

“We would not be disposed to 
approve such informality in the han- 
dling of bank accounts unless the law 
clearly requires it. If gifts or transfers 
of bank accounts or interest therein 
may be consummated so informally, 
confusion is bound to result and litiga- 
tion will be promoted. 

“Money deposited in a checking 
account in a bank becomes the prop- 
erty of the bank and the bank becomes 
the debtor of the depositor. Indebted- 
ness of the bank to the depositor is a 
chose in action (a right to enforce a 
debt). There may be a gift of a chose 
in action, but all the usual require- 
ments of a gift are necessary. There 
must be intent to give and delivery 
and irrevocable surrender of control. 
Delivery of a chose in action not evi- 
denced in writing must be deduced 
from the conduct of the debtor and 
donor. The debtor must accept the 
arrangement and agree to carry out 
the wish of the donor. 

“In the case before us the direction 
of Mr. Scott to the banker together 
with the acceptance of such direction 
by the addition of Mrs. Scott’s name 
upon the passbook would be sufficient 
delivery, if intent to make a gift were 
established and control were relin- 
quished, but control was not relin- 
quished. 

“Mr. Scott could withdraw the 
entire account at any time and re- 
deposit it in his own name alone, which 
would be a complete revocation of the 
change to joint names. Also no intent 
to make a gift was shown unless put- 
ting the deposit in his own and Mrs. 
Scott’s name was sufficient evidence 
of such intention, which was not the 
case. The mere fact that money is 
deposited in a bank to the credit of 
the owner and another is not sufficient 
to show an intent to make a gift. 

“Mr. Scott may have intended only 
that his wife have checking privileges 
as a matter of convenience to him or 
her. The addition of her name to the 
passbook did not amount to more than 
making a deposit of the balance of the 
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~ Io Santa coming fo your bank? 


Come out from behind those whiskers, Santa! Alert 
bankers know you as the clean-shaven, cooperative 
agent of State Farm Mutual who presents banks 


with valuable auto loan prospects the whole year 
‘round, 


More than 7,000 of these trained agents, repre- 
senting the world’s largest automobile insurance 
company, are devoting a great share of their energies 
to promoting The State Farm Bank Plan. And right 
now they are in a position to introduce bankers to 
a multi-billion dollar market for consumer credit. 


State Farm Mutual policyholders, who number 


ings and other consumer goods aggregating more 
than $5,260,000,000. Most of these “big ticket” 
items are going to require financing—and State 
Farm Mutual, through agent contacts and through 
large-scale national advertising, has been repeatedly 
urging prospects to go to their local banker for the 
“best deal” in consumer credit. 


Under The State Farm Bank Plan, a customer 
brought to your bank to finance a new car purchase, 
often becomes a valuable prospect for additional 
consumer credit and for other bank services. Get 
set for a new year of expanding consumer credit by 
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well over a million and a quarter, recently disclosed 
plans for buying new cars, used cars, home furnish- 


getting complete details of The State Farm Bank 
Plan without delay. 
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0 “The State Farm Group Loan Life Plan—Good 
Will Insurance for Banks” 


Learn how your bank can profit! Send today for FREE booklets 


Here are two booklets every banker should have! “New Profit Opportu- 
nities for Banks,”’ explains in detail how The State Farm Bank Plan works 
for you. ‘The State Farm Group Loan Life Plan—Good Will Insurance for 
Banks,” tells how you can insure consumer loans at low cost. Both of 


these booklets are free for the asking. Simply indicate on this coupon BRR a ital GiT Ss saat 
whether you'd like one or both booklets. Then clip it and mail to State wemmnyw tess sess sad cee tere taney eee 
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LOOK AT THE RECORD... 
THEN SEND FOR THIS BOOK 
ON "CREDIT LOSS CONTROL” 


FAILURES MULTIPLIED after World War I. As one result . . . in 
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WILL HISTORY REPEAT? No one knows. But your sound 
banking judgment will tell you that your customers’ receivables are 
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should be protected at all times. 


FOR THAT REASON ... thousands of banks now advise customers 
to carry American Credit Insurance . . . which places a definite cash 
value on customers’ accounts receivable . . . and guarantees that they 
will be paid. Many banks go farther than that. They insist on this 
added protection in granting commercial loans . . . and the bank 
now may be included as a named assured without charge. 
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account in a new account in their joint 
names, and that is not sufficient to 
show an intent to make a gift. The 
passbook, after her name had been 
added, was never delivered to Mrs. 
Scott, and there was no delivery to 
her of any instrument of transfer or any 
memorial by which such gift or trans- 
fer could be shown. 

“We therefore conclude that at the 
time of Mr. Scott’s death the balance 
in the checking account belonged en- 
tirely to him and hence constituted 
part of his estate. The judgment of 
the lower court awarding one-half the 
balance in the account to Mrs. Scott 
is reversed.” (Ogle vs. Barker, 68 
Northeastern Reporter, Second Series, 
550. Superseding 63 Northeastern 
Reporter, Second Series, 432.) 


Sf > a 


Payment of Interest on Note 


“In cases where a promissory note 
has fixed the rate of interest at a cer- 
tain rate per annum without providing 
for periodic payments of interest in- 
stallments, courts have generally held 
that interest became payable upon the 
maturity of the note,” said the Su- 
preme Court of Missouri in a recent 
case. 

“This is a rule of decision only and 
arises from the promise contained in 
the note. There is no rule of law, 
independent of contract, establishing 
such a doctrine. 

“In a case where a promissory note 
required payment of the principal five 
years after date ‘with interest from 
date at the rate of 8 per cent per 
annum’ and nothing was stated about 
periodic interest payments, we held: 
No different time is fixed for the pay- 
ment of the interest from that fixed 
for the payment of the principal se- 
cured to come due by the note. In 
such case both principal and interest 
come due at the same time; in fact the 
promise plainly is to pay the principal 
with interest five years after the date 
of the note. The words ‘with interest 
at the rate of 8 ‘per cent per annum’ 
only fix the rate of interest to be calcu- 
lated on the note, and have nothing to 
do with the time that it shall be paid.” 
(State vs. Bland; 189 Southwestern 
Reporter, Second Series, 542.) 


o * ¢ 


GOVERNMENT 
BONDS 


(CONTINUED FROM PAGE 19) 


To the extent that a banker is justi- 
fied in lengthening the average maturi- 
ties in his portfolio, he increases the 
income produced. To us it has seemed 
sound judgment to advise many a 
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correspondent bank to readjust’ its 
bond account to get the advantage of 
greater yield on that portion of bond 
holdings which probably will not need 
to be disturbed. Many banks have 
not as yet given recognition to this 
fundamental change in our banking 
structure, and still maintain a much 
greater liquidity than to us seems 
necessary. 

Uncertainty about future debt man- 
agement policies and concern for the 
stability of government bond prices 
have doubtless caused some bankers 
to delay adjusting maturities to give 
better income. Examination of the 
circumstances leads us to conclude that 
no situation will develop in the future 
which will cause the government to 
issue any new eligible bonds which will 
yield much, if any, above 1 per cent. 
If this prediction is true, any bond 
now purchased to yield in excess of 
this, can lose a bank no earnings. |- 
Such bonds as the 2 per cents of 1952- 
54, callable in six years, and yielding 
around 1.50 per cent at early Novem- 
ber quotations, could be regarded 
under such circumstances as satisfac- 
tory medium-term investments, and 
would be desirable to hold in sub- 
stantial amounts. 
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TREES GROW TALL 
IN WASHINGTON 


The Pacific Northwest is a land of superlatives 
—towering trees, majestic mountains, power- 
providing rivers. Many of its natural resources 
.are untouched or largely undeveloped. The in- 
dustrial speed-up with which it astonished the 
nation during the war is accelerating into the era 


of peace. 


This region of business opportunity is engag- 
ing increasing attention throughout the nation 
and the world. Perhaps your own plans require 
more detailed information about its possibilities 
or a suitable financial connection in this territory. 


JN considering the purchase of longer 

bonds, the banker should not over- 
look that the total of bank eligible 
bonds maturing beyond 1952-54 is 
only about $15.4 billion. This in- 
cludes $7.4 billion of high-premium, 
partially tax exempt bonds, leaving 
only $8 billion of the more popular 
taxable issues maturing (callable dates) 
beyond six years. 

The total of all bank eligible bonds 
is about $130 billion. The proportion, 
therefore, of these higher-income longer 
bonds is very small. If, as to us seems 
practically certain, commercial banks 
continue to carry a minimum of $75 1) 
billion of bonds, a scarcity value could Ve 
accrue to these longer maturities. | 
Certainly there is justification for any ' 
bank to consider investing a reason- 
able amount in these bonds. 

The present bond market has all the 
appearance of reasonable stability. 
Market fluctuations, however, need 
not be disturbing if bonds are pur- 
chased for income purposes, as they 
should be. Bank supervisory authori- 
ties have gone on record approving the 
practice of carrying bonds at cost 
price, regardless of market value, and 
amortizing the premium throughout — : * 
the life of the security. No change in SSR, ee 5 . Vlg 
this ruling seems likely, since Washing- : 
ton certainly does not want the boat 
rocked. Regardless of market fluctu- 
ations, bonds bought on a certain yield 
basis will continue to produce that 
yield throughout the life of the in- 
vestment if held | to maturity, and Member Federal Reserve System * Member FDIC 
the premium will be completely 





Covering the State of Washington with our 
40 banking offices, the Seattle-First National 
Bank serves some of the banking needs of one 
out of every two families in the state. Our inti- 
mate knowledge of conditions in this region 
and in the export markets served through its 
ports, can be helpful to you. 


A quarterly publication of this bank, giving a 
careful review and digest of business and indus- 
trial conditions in the Pacific Northwest, will be 
mailed to you regularly upon request. 
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SEATTLE-FIRST NATIONAL BANK 


Main Office — Seattle 
Spokane and Eastern Division — Spokane 
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absorbed by amortization. 

To us it seems that what has passed 
for conservatism in handling govern- 
ment bonds is not conservative at all. 
True conservatism is based upon real- 
istic acceptance of facts. 

In this situation, that banker is 
conservative who sets his investment 


el 
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policies in recognition of the basic 
change that has occurred in Federal 
debt and banking structure. This true 
conservative makes reasonable provi- 
sion in short maturities. Then he 
protects his earnings by very sub- 
stantial holdings of such maturities as 
1952-54s, and also takes on a reason- 


able amount in longer maturities. 

As soon as a banker adopts this con- 
servative policy on investments, and 
adjusts his government bond list 
accordingly, he can well afford to di- 
vert his mind from his bond account, 
and direct his attention to other aspects 
of his loan and investment activities. 


CASH HANDLING SYSTEM 


(CONTINUED FROM PAGE 24) 


Tellers report seeing only favorable 
customer reaction. Typical of the 
comments which they have overheard 
is the casual but meaningful one by a 
gentleman as he received his packets 
of money and examined them, “Ha, I 
carry my money like a banker now.” 
We believe this enthusiasm is carried 
out of the bank, along with the adver- 
tising on each currency band, and 
that the resulting word-of-mouth pro- 
motion of our banking service is very 
worthwhile. 

Tellers’ opinion of the system is 
evinced by the manner in which they 


make it work. Previously, 500 checks 
cashed during a 44-hour day was a 
very noteworthy job for any teller. 
Reports of 800 and 900 are not un- 
usual now. One teller has reported 
just under 1,000. Including the time 


spent during slack periods and with 


other business, that is one check every 
16 seconds or a day-long average of 
240 checks per hour. 

It is not surprising that tellers now 
say they are less tired after an ordinary 
business day. One notable factor, we 
think, in lessening of teller fatigue is 
the fact that, by using the new system, 
concern about errors has been elimi- 





Yes, there is an economical ledger 
paper and index card made with 100% 
cotton fiber. PARSONS. LINEN LEDGER 
and PARSONS INDEX BRISTOL are tough, 
long-lasting, and don’t get dog-eared. 

They work well with all ribbons, 
inks and carbons, and have the finest 
writing and erasing surfaces, Constant 
use and erasing neither change the 
color of these ledger papers and index 





cards, nor roughen their surface so that 
entries would smudge, smear, or run. 

For permanent records to last in- 
definitely PARSONS LINEN LEDGER and 
PARSONS INDEX BRISTOL are the stocks 
to specify. And for deeds, contracts, 
important correspondence and other 
types of long-lasting records PARSONS 
BOND, 100% new cotton fiber, will 
more than meet your needs. 














PARSONS PAPER COMPANY * HOLYOKE, MASSACHUSETTS 





nated along with the elimination of 
the need for counting and proving each 
check-cashing transaction. 

As for tellers learning to use the 
system, we find that inexperienced 
tellers can now cash an average of 
110 checks per hour their first time at 
the window. 

Smaller banks than ours may feel 
that our mass-production method of 
prepackaging our currency is not pos- 
sible for them. It should be men- 
tioned, therefore, that in some of the 
small banks which have adopted our 
system tellers find it desirable to 
package their own cash during slack 
periods. This does away with a 
separate prepackaging department. At 
the rate of 300 or more packages per 
hour, a teller may provide sufficient 
prepackaged money for a day’s oper- 
ations in a short time. 

One other point in our experience 
was of special interest to us and may 
interest others. At first, in the 
branches where the plan was being 
initiated, we placed the packaged 
currency only in selected cages. From 
this we learned that customers tend 
to go to the windows that are dis- 
pensing prepackaged currency. They 
do this to save time and to get the 
packaged money. In fact, when we 
tried the method with only a few 
tellers using the system it was not 
uncommon to hear a customer before 
one of those windows say to an 
acquaintance in another line, “Come 
over here. It’s much faster.” 

After several weeks of use, we have 
come to the definite conclusion that 
our most important objective has been 
attained —that of improving customer 
service—and as one of our branch 
managers said, ““We can walk around 
our bank lobbies a lot easier now on 
paydays.” 


Information about this system, the 
variety of dispensers and the bands, 
for which patent applications have 
been filed, may be obtained from The 
Fas-Cash System, Incorporated, P. O. 
Box 225, Detroit 31, Michigan — Editor. 
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CREDIT 
MANUAL 


(CONTINUED FROM PAGE 21) 


Following this somewhat introduc- 
tory approach, the manual begins to 
cover the actual work of the credit 
department, and the first phase dis- 
cussed is the acquisition of information 
upon which credit decisions are based. 

After citing the personal qualities 
needed by a good investigator, the 
book suggests sources of information 
relating to business enterprises. For 
example, it enumerates typical ques- 
tions which can be asked of the bank 
handling the account. Other sources 
are evaluated such as the local Associ- 
ation of Credit Men, Credit Inter- 
change Bureaus, trade suppliers, mer- 
cantile reports, Better Business Bu- 
reaus, trade associations, etc. Nu- 
merous sources of credit information 
on individuals are also discussed. 

Junior members of the credit depart- 
ment will find especially helpful, too, 
the chapter on credit correspondence 
since this frequently comprises an 
important phase of their work. There 
are many practical suggestions cover- 
ing the technique of writing intelligent 
letters of inquiry and informative 
replies to inquiries received. As an 
interesting side light, mention is made 
of the unusual types of inquiries some- 
times received. 


REPARATION of letters of inquiry 

is first discussed, and rules of cour- 
tesy, accuracy and completeness are 
suggested. It is pointed out that form 
letters should be avoided, duplicate 
inquiries noted, and offers to recipro- 
cate extended. The manual outlines 
the situation in which trade inquiries 
are indicated, supplementing bank 
queries, and the type of data to be 
requested. 

Detailed attention is given to the 
subject of replies to credit inquiries. 
It is emphasized that in organizing and 
appraising information assembled for 
such replies, facts must be separated 
from conjecture and opinion, and the 
latter temperedwith qualifying phrases. 
It is also stressed that, while all items 
of information requested should be 
covered, the letters should be well 
organized and as brief as possible. 
Another suggestion is that inquiries 
should be answered the same day 
received, and that if a complete report 
will involve delay a preliminary answer 
can be dispatched stating the probable 
date of a comprehensive reply. 

Special emphasis is given to methods 
of protecting the bank against possible 
legal action when the reply is of an 
unfavorable nature. These involve 
mentioning in the letter that the infor- 
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mation is confidential, never disclosing 
the source of the information, perhaps 
omitting the subject’s name from the 
letter, or placing the data on a plain 
enclosure sheet where the information 
is decidely unfavorable. Suggested 
protective measures also include using 
such qualifying phrases as “we are 
told” or “it is believed” and avoidance 
of words like “‘good”’ and “moderate” 
which. have substantially different 
meanings to different people. 

Helpful to younger credit men should 
be the five-point guide or check list, 
covering data to be included in replies, 
under the following headings: 1. In- 
troduction, stating the subject’s - type 
of business, origin, and history to date. 
2. Bank information, describing the 
depository’s experience with the sub- 
ject as to balances, loans, and so on. 
3. Financial details, including a con- 
densed balanced sheet and operating 
statement, or partial data therefrom, 
of recent date. 4. Trade checkings, cit- 
ing the extent of the investigation, 
opinion of the trade, highest credit 
extended, and similar details. 5. Con- 
clusion, summarizing the depository’s 
opinion. 


‘Two specimen letters in this section 
of the manual present typical ex- 
amples of a credit inquiry and a reply, 
illustrating the points covered in the 
discussion of correspondence. 

The chapter on correspondence con- 
cludes the first half of the book, which 
is divided into two distinct parts. The 
second half of the book is concerned 
with the three factors involved in form- 
ing the credit decision. These are the 
financial factor, the personal factor, 
and the economic factor. 

In emphasizing the dynamic ap- 
proach to statement analysis, in con- 
nection with a consideration of the 
financial factor, an interesting descrip- 
tive device has been utilized. The 
passage of a borrowed dollar through a 
business is traced. Pointed out are 
risks which this dollar encounters 
through investment in raw materials, 
possibility of bad debts, etc. Also 
visualized is the protection afforded 
through manufacturing skill and man- 
agement vision. This experimental 
excursion brings out the idea of “flow,” 
or the utilization of a “motion picture” 
technique in evaluating balance sheet 
items, as contrasted with a static 
approach which regards the financial 
statement as an inanimate problem 
that can be solved along a repetitive 
pattern. 

The process which is thus pictured 
depicts many of the steps in credit 
analysis. First there is a look at the 
balance sheet to see how one creditor 
stands in relation to the others, then 
reference to the most recent profit and 
loss statement to inquire of the risks 
to which the moving dollar is subjected. 
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They were primarily responsible for preparation of the co-ordinated manual 


Next follows a detailed discussion of 
the factors which must be studied in 
connection with the hypothetical dol- 
lar’s trip through cost of sales: plant 
capacity, labor relations, method of 
inventory and cost control, and many 
other items. There is examination of 
the picture relating to sales and sales 
trends. This is followed by a deduc- 
tion of gross costs from net sales, to 
determine if there is sufficient gross 
profit. With these inquiries resolved, 
the analyst examines questions of 
management and administrative effi- 
ciency. General overhead expenses 
are subtracted from gross profit to 
establish operating profit, and this 
residue from sales is the remainder of 
the “traveling dollar.” . Still to be 
considered are the “‘other income’”’ and 
expense items, income taxes, and 
changes in surplus. 


‘THis process of viewing a business as 

a “living”? phenomenon is supple- 
mented by studying the series of “‘still’’ 
pictures presented by a spread of bal- 
ance sheets. It is explained that here 
the interpreter sees the past pattern 
of cash, the rate of receivable and in- 
ventory turnover, the funds employed 
in fixed facilities, etc. His chief task is 
to “‘get the feel” of the previous finan- 
cial pattern in order to obtain some 
clues as to the future. Other supple- 
mentary spreads found useful, such as 
the applications of funds statement, 
are cited. 

This leads to a discussion of the 
ratio analysis, with a warning against 
overemphasizing the importance of 
this useful tool, or the other extreme 
of neglecting it. Examples are utilized 
to illustrate the two major problems 
found in the application of ratio analy- 
sis, namely, interpreting the compli- 
cated interrelation of many ratios, and 
making certain that comparisons are 
between two truly similar situations. 

More intangible is the second factor 
in credit analysis covered in the 
manual, the personal factor. While the 
financial factor deals with Capital and 
Collateral among the four big “C’s” 


of credit, the personal factor has to do 
with Character and Capacity. To aid 
the credit man in estimating the caliber 
of a concern’s management and sub- 
ordinate personnel, the book offers 
suggestions for measuring: 

1. Character. It is pointed out that 
here the risk is primarily in small 
proprietorships, partnerships and close 
corporations, rather than in larger 
concerns where group decisions pre- 
dominate. 

2. Ability. This is not always to be 
appraised by magnitude of profits, for 
operating results may not be due to 
management capacities during the 
prosperity phase of a business cycle. 
In a broader sense, the manual con- 
tends, consideration of ability involves 
appraisals of personal qualities such as 
resourcefulness and adaptability. There 
were many tests of management re- 
sourcefulness during World War II. 
However, the manual sounds a timely 
warning that many evidences of adapt- 
ability in entering new fields may ulti- 
mately lead to disaster in the post- 
war period, when cost becomes of 
major importance as distinguished 
from ability to produce. The growing 
importance of “human relations” as a 
challenge to executive management in 
guiding personnel policies is cited, and 
the manual declares that the credit 
analyst will ignore a lagging in this 
field at his peril. 


FURTHER discussing the personal 

factor in credit analysis, the manual 
states that changes in business manage- 
ment should be under constant sur- 
veillance. The extent of the stock 
holdings of active executives should 
be checked, and the caliber of the 
board of directors studied. A study 
of a concern’s productive labor and of 
the other pesonnel should be made to 
round out an appraisal of the human 
element. 

In summarizing the importance of 
the personal factor, it is admitted that 
sound bank credit cannot be extended 
to business enterprises on the basis of 
management integrity and ability 
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alone. There must be some asset 
protection as well. However, the 
manual asserts that the quantity of 
asset protection required will be af- 
fected not only by the quality of the 
assets but also by a consideration of 
the personal factor. 

Beyond this, the analyst in consider- 
ing a credit risk must also take into 
account the external influences of an 
economic nature. According to the 
manual, this economic factor repre- 
sents the broadest, most nebulous, and 
yet perhaps the most fertile field of all 
for the scrutiny of the financial man. 

Primarily, the chapter covering this 
topic cites some of the economic sta- 
tistics which the bank credit man can 
use in attempting to discern changes 
involving important elements of risk. 
While bankers have kept statistics on 
individual customers, there has not 
been the same emphasis on studying 
fundamental data which measures and 
to an extent foretells the underlying 
trends of economic activity embodied 
in the business cycle. The importance 
of the latter type of information is 
stressed in the manual because banking 
is extremely susceptible and sensitive 
to economic changes and in resultant 
shifts in public attitude and temper. 
Listed and described in the book are 
twelve of the basic statistical series 
which the bank credit man can utilize 
in his analysis of the economic factor. 


BEYOND these statistical back- 

grounds, the manual maintains that 
the credit man must consider the vast 
economic influence of the Federal 
Government, the maker and breaker of 
statistics. The question is raised: 
*‘How shall this factor be assessed or 
measured?” The practical compromise 
is suggested of choosing a relatively 
small number of Government activities 
and attempting to gauge their trend 
and import. 

For example, the financial mind is 
likely to concentrate on the Govern- 
ment’s fiscal activities and policies. 
It is recognized that the Government, 
through its powers of taxation, can 
help or hinder business. The financial 
analyst, contends the manual, needs 
to keep abreast of tax laws and 
changes, and sources of information for 
doing so are cited. Another question 
suggested for study is: ‘“‘What will be 
the impact of the astronomical public 
debt and, perhaps, continued deficit 
financing on the private economy?” 

In conclusion the manual predicts 
that many new economic trends and 
developments, some of them of a revo- 
lutionary nature, will enter into the 
picture. They will require an “eagle 
eye” on the part of the bank credit 
man, to discern their contributions to 
the business cycle and the loan oppor- 
tunities they will afford. 

Summarizing the subject of credit 
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analysis, the manual draws on an 
analogy which likens the task of the 
credit man to that of a flight dis- 
patcher who must consider pilot and 
crew capabilities, mechanical condi- 
tion of the plane, and weather condi- 
tions. It is pointed out that all these 
factors must be weighed in considering 
the degree of risk attendant upon a 
given flight. 

Similarly, the manual notes, the 
analyst must weigh the interrelated 
risk considerations in arriving at a 
credit decision. The personal factor, 
like consideration of an airplane pilot 
and crew, is but one of an interlocked 
trio. Parallel to the study of the 
plane’s mechanical condition is the 
financial factor with its mechanical 
devices for testing a credit risk.' And 
likened to the weather and its hazards 
are those elements comprising the 
economic factor, the “climate” through 
which the credit must pass during the 
course of its existence. 

In concluding its discussion of analy- 
sis the book makes this observation: 
“Endless variations and gradations are 
possible and the real art of credit anal- 
ysis consists of judiciously balancing 
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the variety of considerations involved 
to arrive at the proper decision.” 

Well worth the attention of every 
bank, as well as other financial insti- 
tutions and many business concerns, 
is the manual’s final chapter which 
reproduces and discusses in detail a 
number of improved credit forms 
developed by a special committee of 
the Associates. 


EVERAL years ago the Chicago 

Chapter of the Associates formed this 
committee to devise credit forms that 
might be shared by all the members. 
It was felt’ that such a group, com- 
posed of members of very broad experi- 
ence who would make a specialized 
study of the subject, could develop 
forms which would be definite im- 
provements over those in use in many 
individual banks. Standardization 
would be helpful where two or more 
banks shared a credit, or where one 
borrower dealt with many banks. 
Printing economies were obvious. 

The forms committee has been un- 
usually active and effective. The re- 
sults cited in the manual include a 
personal statement form, a financial 


statement for business concerns, a 
commercial spread sheet, a contrac- 
tor’s statement form, a finance com- 
pany spread sheet, an auditor’s ac- 
counts receivable report, and a projec- 
tion of financial statements form. 

In each case, simplicity has been 
stressed in developing these forms, and 
they are being used by smaller banks 
as well as by large city institutions. 
As one banker has stated, “Bankers 
and mercantile men who fail to give 
full study to these forms are missing 
something practical and economical.” 


A concluding feature of the manual . 


is a bibliography of carefully selected 
books, periodicals and other reference 
works suitable for the self-training of 
junior credit employees, and also 
selected for their usefulness in the 
actual work of the credit department. 

After surveying the manual’s 150 
pages of helpful information designed 
to establish a sound perspective as 
well as a better knowledge of credit 
techniques, it is easy to understand 
how banks could well adopt this note- 
worthy work as a “bible” in the train- 
ing and developing of capable members 
of the credit staff. 


CLUTCHBILL’S PROBLEM 


(CONTINUED FROM PAGE 25) 
ain’t alone. There’s a young feller 
works for me.” 


*“‘Who’s he?” asked Mr. Clutchbill 
suspiciously. 


“Oh, he’s all right. Came up there 
looking for work a year ago. All of us 
hire him by turns. He’s at my place 
for a spell now.” 

“Socrates, don’t take it.” 
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“Fiddlesticks! he don’t know what 
I’m up to... and I’ve got to have the 
real cash.” 

“How do you know he isn’t a crook 
hiding out up there for a while?” 

“‘Landsakes, allowing he knew I had 
$10,000, he’d never find it in my hiding 
place.” 

“Hm-m, well, I hope you know what 
you’re doing.” 

A little later, after Socrates Kipper 
had signed a note and received a paper- 
wrapped package of $10,000 in bills, 
Mr. Clutchbill went out to the curb 
to see him into his battered old car. 

“Socrates, remember, if anything 
goes funny, get word to me on the 
fly, will you?” 

Mr. Kipper poked his thumb over 
toward the back seat where lay a 
rusted shotgun. “Don’t worry none, 
Aaron.” 

As the day wore on Mr. Clutchbill 
caught himself several times with his 
head slightly twisted as though listen- 
ing. It came to him he was looking 
at the telephone. He felt something 
strange in the air. Just before bed- 
time he went out on the porch and 
looked a long time at the wall of dark 
mountains on the western horizon. It 
was a weird night; the northern lights 
had set their pale green fans along the 
summits. 

At breakfast time the next morning 
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he looked closely at his ancient sister, 
Miss Marilla. No unusual manner 
marked her usual tranquillity. By 
this time Socrates Kipper would be 
out on the warpath for his wood lots. 
Mr. Clutchbill regarded his cup of 
coffee with quieting nerves and raised 
it toward his lips. Suddenly it ca- 
reened sidewise. The telephone bell 
had abruptly jumped into a screaming 
blur. 

Miss Marilla dropped a pan with a 
crash. ‘“‘Mercy sakes! what is it, a 
fire?” 

In two strides Mr. Clutchbill had 
the receiver clapped to his ear. 

“Yes! I know who it is!” he barked. 

The wire burst again into a few 
brief words. 

Mr. Clutchbill’s goatee bobbed rap- 
idly. “Stay right there . .. don’t 
touch anything—don’t walk around. 
I’m coming!” 


IN the next twenty minutes the old 

director hurried across lots, gathered 
in his old chum Cal Bannister, Cal’s 
mile-gun and hound dog, Heliotrope. 
The whole outfit in Mr. Bannister’s 
battered blue roadster was shortly 
making the gravel fly for the scene of 
what turned out to be a strange $10,- 
000 robbery. As they climbed past 
small meadows among the foothills a 
little stream, called “the Branch” 
flowed smoothly down to meet them. 

“There’s a pair of beavers come 
onto the Branch,” ventured Cal by 
way of breaking the tense silence. 

“Hm’f,” said Mr. Clutchbill ab- 
sently, “ten thousand it was, Cal. 
Think of that ... ten thousand!” 

Realizing the old director’s mind 
was riveted on the robbery, Cal got a 
new growl out of the car, and in ten 
minutes they dipped down a lane, 
crossed a plank bridge and crawled up 
to a farm cottage walled to its windows 
on the west as a protection against the 
swift-flowing Branch. Two men stood 
just outside the cottage door. 

Socrates Kipper gave Mr. Clutchbill 
a strange look as he came forward. 
And the old director could see he was 
holding in with an effort. 

“Glad you managed to call,” said 
Socrates casually. “Come in a 
minute.” And then: “This is a fellow 
that’s helping me a spell. Cal and he 
can visit.” 

Mr. Kipper was a different man the 
moment the door was closed on them 
n the old-fashioned parlor. 

“Aaron, I ain’t as smart as I sup- 
posed I was. I was certain I could 
hide that $10,000 over one night, 
anyhow.” 

“Think the young fellow out there 
got it?” 

“It don’t look like it .. . but who in 
thunder knew I had it and knew where 
I hid it?” 

“Where did yuh put it?” 


Socrates Kipper pointed to a little 
four-legged flower pot stand beside a 
broken window. 

‘‘When I went to bed last night an 
ornament sat on that stand. It was a 
little butt off a white birch log with 
the bark still on but polished on both 


gone.” 


about it?” 


Aaron, there’s where I put it, and it’s 
“Would this young feller know 


“T doubt it. And I don’t know (of 
anyone alive that knows about it.” 
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ends. 


And a cover on the bottom 
fitted so neat you’d never know it was 
there. I madeit for Amelia. She used 
to keep her money in it whilst she was 
alive. We'd trusted it... but —well, 


gone?” 
“Last night.” 
pointed to the window. 
































Jingle bells! Telephone bells! 
Yuletide’s on the way, 


Be sparing of Long Distance calls 
On Christmas Eve and Day. 


Jingle bells! Telephone bells! 
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For easing up on greeting calls 
So urgent calls get through! 


BELL TELEPHONE SYSTEM 


“When did you discover it was 





Socrates Kipper 
“Someone 
tried to pry it up . . . looks like they 
used an old chisel first, then’ broke 
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out one of those panes of glass. Joe, 
that’s the young feller, heard a noise 
in the night and came to my room. 
We went down and looked around. 
I glanced first at the flower stand. 
The little birch ornament was gone. 
I didn’t notice the windowpane was 
out then. I didn’t say anything... 
just waited for you.” 

Mr. Clutchbill stepped to the dam- 
aged window and gazed out. The 
Branch was rippling swiftly along. the 
abutment below. He then picked up 
the flower stand. An old-fashioned 
scent faintly stole into his nose. 

“Hm ’f!.. . lavender!” he said hold- 
ing it closer. 

Socrates Kipper nodded. ‘‘Amelia 
kept sprigs of lavender in it for years. 
I wouldn’t wonder if some of the 
smell clings to the wood in the stand.” 

“Suppose you could get your feller, 
Joe, out of sight a little while; I want 
Cal’s hound to take a sniff at this 
lavender scent.” 

“Sure, I’ll get rid of him.” 

The two men strolled out to the yard. 

“Joe,” said Mr. Kipper casually, 
“take Cal into the barn; I want him 
to see our Jersey calf.” 

“V’ll hold the hound,” added Mr. 
Clutchbill politely reaching for the 
chain. “He’d scare a two thousand 
pound bull.” 
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After they were out of sight Mr. 
Clutchbill led the hound into the 
parlor and gave Heliotrope a sniff of 
lavender that made him let out a 
powerful sneeze. 

“Cal and I will now look around,” 
said Mr. Clutchbill grimly. “Keep 
that feller in sight till I come back.” 

In a quarter of an hour Cal and Mr. 
Clutchbill were back.on the road. As 
soon as they were a safe distance from 
the house the car, under Mr. Clutch- 
bill’s directions, stopped in a lane. 

“T want the hound to sniff along the 
ground beside the road and Branch,” 
explained the old director. 

Cal released the hound and all 
three set off downstream. Heliotrope 
twisted among boulders and brush 
while Mr. Clutchbill peered into every 
hiding place along the way. 

“It’s a little wooden ornament I’m 
looking for and it’s going to be mighty 
hard to find because, Cal, it looks just 
like a little end-piece off a birch log. 
You can tell it from the ends being 
polished, and it smells of ‘lavender. 
The $10,000 is in it . . . or, was in it.” 

“Good land!’ gasped Cal. 

“‘Look sharp,” cautioned Mr. Clutch- 
bill. 

“If it ain’t along the Branch, maybe 
that beaver dam has stopped it,” 
said Cal of a sudden. 
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“That’s just what I’m _ hoping,” 
nodded Mr. Clutchbill stalking hur- 
riedly along. 

Shortly the ragged edge of the 
beaver dam came in sight. 

“Look how those cunning creatures 
have curved it in a crescent upstream 
to stand the current,” observed Cal 
standing stock-still to admire the work. 

“Yeah, suppose you can get the 
hound out along it?” In a few mo- 
ments the hound was picking his way 
over the dam’s crowded sticks. And 
he was sniffing at every step. Sud- 
denly he stopped. 

“See what he’s found, Cal,” ordered 
Mr. Clutchbill who had been standing 
silent and watchful. 


CAL worked himself slowly out be- 
side the hound. Abruptly his arm 
darted out of sight. 

“Is that what you want?” he hol- 
lered, holding up a little birch bark 
covered object. 

““My gosh, Cal! bring it here!” 

The old director was still panting 
with excitement when they reached 
the car and it had taken them back 
to Socrates Kipper’s farmyard. 

*‘Socrates-s-s!’’ he called loudly to a 
figure in the barn door. 

Mr. Kipper came in a sort of loping 
run. 

“Is this it?” 

Socrates made a grab. 

“Take it in the parlor... . see if it’s 
still in the thing.” 

“It’s been in the water . . . it’s soaked 
and swelled,” wheezed Mr. Kipper a 
few moments later, giving up with his 
fingernails and resorting to a huge 
jackknife. 

Suddenly the cover came out. Both 
men squeezed their heads together. 

“It’s in there!” Mr. Kipper’s hand 
dove in. 

Mr. Clutchbill helped him count it. 
“Ten thousand!” nodded the old 
director. 

“How in Sam Hill did you find it?” 
gasped Socrates. 

“Socrates, beavers are queer and 
inquisitive folks. They’d rather pick 
up a nice little log for their dam than 
gnaw one off. The Branch washes 
your house abutment. One of the 
critters got his eye on your trinket 
and busted through the window for 
it... I suspected it the moment I saw 
the chisel marks on the sash. It was 
his teeth. They work at night; that’s 
when you lost it. They had it in the 
dam already, for there is where we 
located it. Socrates, I’m going to 
take that $10,000 and put it in the 
Ferndale National’s vault overnight. 
You can have it at daylight.” 

*“My gosh, yes... do it!” 

**And don’t you forget that mortgage, 
Socrates.” 

“It'll be in your sharp little claws 
before Saturday.” 
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